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Re Bee 





A Task for Forty-Three 


Resolved, That I will find the men, women 
and children in my own sector of 
activity in need of’ new life insur- 
ance protection. 


Resolved, That I will serve faithfully in add- 
ing to the number of homes where 
the families enjoy this security. 


Resolved, That by making each day A BIG 
DAY I will make 43 A BIG 
YEAR. 


Large order? Sure! 
Worthwhile? Absolutely! 





Home Office, NEWARK, N. J. 
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How can the telephone be 
used most efficiently to help 
compensate for gas and tire 
rationing? 

What are some good ideas 


for securing prospects today? 


These are some of the things under- 
writers ask themselves today — and 
ConMuTopics, the field magazine for 
Connecticut Mutual representatives, has 
devoted its attention through special 
issues to giving helpful slants on meeting 
these present-day questions. 


““Sales Helps in Step with the Times’’ 


Life Insurance Co. 
96 years of Dependable Performance 
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English Industrial 
Insurers Oppose 
State Death Benefit 


Propose Government 
Pay Premium When As- 
sured Sick, Unemployed 


In view of the interest in this country in 
the report in England of the Beveridge 
committee on social insurance and allied 
services, insurance people here will be 
interested in the memoranda that were 
submitted to the Beveridge committee 
by the Industrial Life Offices Associa- 
tion of England and by Prudential As- 
surance. These memoranda were pre- 
sented prior to the making of the report 
but they appear in the “Review” of Lon- 
don, Nov. 13, which has just reached. this 
country. These memoranda, the ‘Re- 
view” points out, put on official record 
the function, position and policy of the 
industrial officers in relation to the so- 
cial welfare of the working classes. 
_The Industrial Life Offices Associa- 
tion memorandum states that member 
companies in 1941 had an industrial life 
preniium income of £45,700,000 and ordi- 
nary life premium income of £ 18,167,000, 
the combined total being an increase of 
33.5 percent in the last 10 years. At the 
outbreak of the war the members had an 
agency staff of 49,249 and during the 
war there has been a reduction of about 
4,000. 

There was quite an increase in en- 
dowment insurance during the past 10 
years and the memorandum states that 
this is the result of public demand which 
has become even more pronounced dur- 
ing the war period. 


Promotion of Thrift 


The association states that much of 
this thrift business would not have been 
effected if it had not been for the house- 
to-house collecting organization of the 
companies. The use of collectors is not 
economically wasteful but in effect rep- 
resents the choice of a number of people 
to pay one man to call at their homes to 
collect their savings rather than for each 
one to travel to the local office of a 
thrift organization. Much of the endow- 
ment insurance is for a relatively short 
term of years—10 or 15. The govern- 
ment itself recognizes the need to util- 
ize short term savings contracts in the 
form of 10 year savings certificates and 
7-10 years defense bonds. The national 
savings movement has also found it nec- 
essary to adopt a system of collectors 
and supervisors of collectors who are 
serving on a voluntary basis as a patri- 
otic contribution. The industrial offices 
have to utilize paid collectors and the 
memorandum adds the comment, “the 
laborer is worthy of his hire.” 

There has been a decided trend toward 
monthly business and this has improved 
the benefits to policyholders relative to 
premiums paid. The granting of par- 
ticipation in profits to policyholders al- 
though there is no contractual right 


Study Idea of 
Revamping Life 


Presidents Setup 


NEW YORK—At the December 
meeting of the Life Presidents Asso- 
ciation a resolution was adopted that 
the executive committee appoint a spe- 
cial committee from the membership to 
make a_ thorough-going and careful 
analysis with a view to determining 
whether changed conditions make ad- 
visable an extension or broadening of 
activities of the association or revision 
in its methods of operation, and to 
make recommendations to a meeting of 
the association called for that purpose. 

The executive committee at a special 
meeting appointed the following com- 
mittee to make this study: George 
Willard Smith, New England Mutual 
Life, chairman; James A. Fulton, Home 
Life, New York; George L. Harrison, 
New York Life; LeRoy A. Lincoln, 
Metropolitan; M. Albert Linton, Provi- 
dent Mutual; Gerard S. Nollen, Bankers 
Life, Iowa, and L. Edmund Zacher, 
Travelers. 








thereto has become general. A _ typical 
bonus is 5 percent on the sum assured 
on policies which have been 10 years in 
force ranging up to 20 percent on poli- 
cies in force 25 years. Another scheme 
is a reversionary bonus based upon the 
sum assured or tentatively upon the 
amount of premium. 


Effect of War on Bonuses 


As in ordinary insurance, bonuses gen- 
erally are being deferred, modified or 
reduced during the war. The offices 
have endeavored to bring industrial pol- 
icies to the highest standard of ordinary 
and it can now be said that industrial 
insurance approximates closely to ordi- 
nary life insurance. 

The cost ratio has fallen steadily. In 
1920 the ratio was 46.7 percent, whereas 
in 1941 it was 33.5. This has been ac- 
complished through administrative econ- 
omies, concentration of agency and 
building up of average debit of collec- 
tors, introduction of new systems of re- 


muneration for the ‘outdoor’ staff, 
spread of overhead expenses over a 
higher premium income and _= steady 
growth in the proportion of monthly 
business. 


On the subject of lapses, the memo- 
randum states that these are largely out- 
side the control of the company. The 
factor of greatest importance is the state 
of the labor market. At times of heavy 
unemployment the lapse rate rises al- 
though the companies adopt measures to 
kelp policyholders maintain their insur- 
ance in force. Likewise in good times 
the lapse rate improves. For instance, 
the principal offices in 1941 had a lapse 
rate of 50 percent of the prewar level. 
Lapses are unwelcome to the companies 
because they represent loss of business 
which has been secured by effort and 
expense. 

The companies have greatly improved 
both in terms and amounts on the statu- 
tory obligations for the automatic issue 
of free paid up policies under the act of 
1923. The industrial companies, the 
memorandum states, have been particu- 
larly helpful in providing the industrial 
classes with facilities for ordinary insur- 

(CONTINUED ON PAGE 20) 


Pan-American Life 
Plans to Mutualize 


Stockholders to Vote on 
Proposal to Retire Capital 
at 10,000 Shares Per Year 


Stockholders of Pan-American Life 
have received official notice from the 
company that it proposes to mutualize 
in 1952. The stockholders are asked to 
approve the plan at the meeting to be 
held at the home office in New Orleans 
Jan. 19. 


Has $1,000,000 Capital 


The plan is to retire 10,000 shares of 
the capital each year at a price of $35 
per share to the holders. The capital is 
now $1,000,000, consisting of 100,000 
shares of $10 par. The surplus at the 
end of 1941 was $1,400,805. It also pro- 
posed that all non- participating policies 
shall become participating when the re- 
tirement of the capital is completed. It 
will require a three-fourths vote of the 
stockholders to make the plan effective. 

The company now has $190,000,000 of 
insurance in force, and its assets total 
$48,800,000. 


Actuaries Set Only One Parley 


3ecause of transportation conserva- 
tion, the Actuarial Society of America 
has decided to hold but one meeting in 
1943, the annual meeting required by 
its constitution and by-laws which is 
scheduled for New York City Oct. 7-8. 
Neither this meeting nor the annual 
meeting of the American Institute of 
Actuaries, which is understood to be set 
in accordance with its constitution, for 
the spring of 1943, will be joint meet- 
ings. 

The officers and four council mem- 
bers whose terms would normally ex- 
pire in May, 1943, will continue to serve 
until the elections are held at the Oc- 
tober meeting. An issue of “Transac- 
tions” will be published in May, con- 
taining new papers and discussions of 
papers presented at the October, 1942, 
meeting. 





Add to Victory Loan Line 


Prudential has entered an additional 
subscription of $75,000,000 to the cur- 
rent Victory Loan and Equitable So- 
ciety has subscribed to an additional 
$50,000,000. These additions bring the 
Prudential’s total subscription to the 
current issue to $250,000,000, and Equit- 
able’s subscription to $100,000,000. 

The figures bring Prudential’s total 
1942 purchases of U. S. bonds to $475,- 
000,000 and Equitable’s to $431,500,000. 





Belden Council Vice-president 


The Los Angeles Life Insurance & 
Trust Council has elected Henry E. Bel- 
den, associate general agent of Union 
Central Life, as vice-president and trus- 
tee of the council to replace W. L. Mur- 
rell, general agent of Mutual Benefit 
Life, who is in service as a major in the 
army. 

Attorney David Tannenbaum dis- 
cussed the 1942 revenue act, in relation 
to life insurance and trust matters. 


Brisk Trade in 
Policies in Lieu of 
Salary Increases 


Interest Keen in 
Opportunity Created 
Under Wage Freezing 


A brisk trade has developed in the 
sale of life insurance under the special 
opportunity created by a provision in 
the regulations in connection with the 
President’s wage stabilization edict of 
Oct. 17. It is permissible for an em- 
ployer to pay the premiums on life in- 
surance for an employe in an amount 
not exceeding 5 percent of the employe’s 
salary, without violating the prohibi- 
tion against increasing salaries. Of 


course, in connection with the stabiliza- 
tion order, means are provided for get- 
ting special permission to make salary 
increases but at best this involves a lot 
of extra paper work and if an employer 
desires to give a raise to an executive 
or other employe at this time either to 
hold him or to recognize his worth, it 
is much simpler to pay the premium on 
life insurance. 

Some firms to whom the idea has been 
presented have asked whether they 
could take over the premiums on exist- 
ing life insurance of employes. Even 
though such a course were permitted, 
the agent could very well say that nearly 
everyone needs additional insurance and 
that it would be to the best interest of 
the employe to increase his coverage. 


Premium Income to Employe 


Of course an employe whose premium 
is paid by his employer must report the 
amount of the premium as income sub- 
ject to federal tax. This is not a tax 
saving move. 


EXEMPTION IS PLAIN 


NEW YORK-—So attractive is the 
opportunity given by the salary stabili- 
zation regulations to sell employers life 
insurance and pension plans for valuable 
employes in lieu of prohibited salary in- - 
creases that. some agents have won- 
dered whether there might not be a 
catch or whether an attempt to capital- 
ize on this opening might not be re- 
garded as an evasion of the spirit of the 
order. However, the exemption of life 
insurance and pension plans is set forth 
very plainly .in the regulations. The 
only restriction is that the amounts so 
spent shall be “reasonable” and the reg- 
ulations give a definition of “reasonable” 
that seems entirely clear and quite lib- 
eral. 

The Research Institute of America, 
an organization which has a notably 
high batting average forecasting and in- 
terpreting for its subscribers the nu- 
merous governmental edicts that affect 
them, strongly recommends to employ- 
ers that they take advantage of. insur- 
ance and pension plans to hold their 

(CONTINUED ON PAGE 9) 
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OPA Rules Affect 
Real Estate Sales 


B. & L. Leader Sees 
Difficulty in Moving 
Dwelling Properties 


The problem of the disposal of in- 
stitution-owned real estate, one which 
a year ago appeared to be rapidly solv- 
ing itself through the demand created 
by the greatly stepped-up industrial ac- 
tivity generated by the armament pro- 
gram, today appears to be as acute as 
ever as a result of the restrictions placed 
upon the sale of residential properties 
by the OPA. 

The resultant situation, in the opinion 
of John P. RudisiHl, secretary of the 
Home Builders Building & Loan Asso- 
ciation of Philadelphia, will pose prob- 
lems that will have to be answered not 
alone by financial institutions but also 
by state authorities having supervision 
over insurance companies, banks, and 
building and loan associations. 


Tend to Curtail Activity 


Mr. Rudisill pointed out that while 
the OPA regulations were not designed 
to halt residential sales and were in- 
tended to protect tenants, they were 
tending to curtail activity in old dwell- 
ings in that the purchaser, if the prop- 
erty were occupied at the time of the 
sale, could not obtain possession for 
three months. “And in the cases of indi- 
vidual purchasers, immediate possession 
not only is desired but in many cases 
is the main reason for the purchase.” 

Secondly, the down payment required 
has been made higher, placing it beyond 
individual. 


the means of the average 
Lastly, the requirement that monthly 


carrying charges cannot exceed the ren- 
tal ceiling unless the tenant-purchaser 
makes formal application, has virtually 
halted sales without any down payments 
whatsoever. 

“In the last category,” Mr. Rudisill 
remarked, “a number of tenants have 
made such application. They appear to 
realize that their present higher earn- 
ings permit them the opportunity they 
may never have again, that of owning 
their own home. They are aware, too, 
that the increased carrying charges do 
not actually represent increased expense 
but instead mean a saving of about fifty 
percent.” 

Mr. Rudisill said the OPA regulations 
made it apparent that much of the real 
estate now owned by financial institu- 
tions would still be retained by them 
at the end of the war. 


Effect of State Laws 


“Under the various state 

explained, “life insurance companies, 
banks, building and loan associations, 
etc., must dispose of real estate owned 
or taken over by them within a five 
year period. During the depression, 
when real estate activity was at a stand- 
still and the bottom dropped out of 
values, this period was extended in 
many cases by insurance commissioners 
and banking department heads. Some 
of the properties now owned by finan- 
cial institutions are ones that ordi- 
narily would have had to be sold some 
years ago. 
" “While there can be little question but 
that this country faces a building and 
realty boom after the war, there is a 
doubt as to just how long after the war 
this boom will begin. One thing that 
will hold back new home construction 
will be the need of materials and labor 
for the rehabilitation of war ravaged 
countries. Another, and this will also 
retard real estate activity of all sorts, 
will be the realignment of population. 

“There is, therefore, a grave doubt 
as to whether institution-owned real es- 
tate can be moved during this recon- 
struction period. And there is also the 
fact that it is always difficult to dispose 
of old properties during times of new 
construction activity. 

“Tf is apparent that this situation, un- 


laws,” he 


Houze Birthday 
Party Expands 


The annual birthday party of W. M. 
Houze, Chicago general agent of John 
Hancock Mutual Life, is an occasion 
that expands year by year. About 160 





Frank J. Keefe, W. M. Houze and J. 
Harry Wood, at Mr. Houze’s birthday 
party dinner in Chicago. 


assembled for the cocktail hour and din- 
ner in the Union League Club this year, 
marking Mr. Houze’s 59th birthday and 
38th anniversary with John Hancock. In 
addition to Mr. Houze’s own immediate 
organization there were present the 
staff of the Conkling, Price & Webb 
agency which places its life insurance 
through Mr. Houze, and the sales force 
of Howard M. Brown, who has a corps 
of salesmen of automobile insurance for 
Lumbermen’s Mutual Casualty that re- 
cently also commenced selling for John 
Hancock. Also there were a number of 
outsiders who are always included. 
During the 16-day period just prior to 
the dinner the agents produced as a tes- 
timonial to Mr. Houze 82, 808, 000 of busi- 








less ae are made to check and solve 
it now, gives every indication of be- 
coming an even greater problem after 
the war than it was in 1934. It is a 
problem that should receive the earnest 
thought and study of all financial insti- 
tutions and of the various state regu- 
latory and supervisory authorities.” 


Barber Honored 
for 50 Years’ Work 
with Equitable 


Courtenay Barber, one of the two re- 
maining old time general agents of the 
Equitable Society in Chicago, became a 
minor clerk in its business office in Chi- 
cago, Dec. 1892. Therefore on Tues- 
day of this ye he was given a testi- 
monial dinner by the agency managers 
of Chicago at the Union League Club. 
Mr. Barber is one of the outstanding pro- 
ducers of the city. He carries $750,000 
life insuranée himself. He was the first 
man to introduce the scientific analysis 
of an assured’s life insurance needs in 
the city. He made it a point practically 
and logically to work out a life insur- 
ance program for a man so that his life 
insurance meant something very definite 
to him. He took what life insurance he 
had and then constructed a program for 
him to follow thereafter in order to meet 
his various requirements. 

Mrs. Barber was present, also his son, 

(CONTINUED ON LAST PAGE) 


ness. J. Harry Wood, second vice-presi- 
dent, was on hand from the home office 
aud performed as toastmaster in witty 
and gracious style. Also present from 
the home office was Frank J. Keefe, head 
of the underwriting department. Speak- 
ers included Harry L. Drake of the 
Mayfair Management Corp. and Amer- 
ican Hospital Supply Co.; William 
Miller, executive vice- -president of City 
National Bank of Chicago; Ralph H. 
Kastner, associate general counsel of the 
American Life Convention, who stated 
that the A. L. C. hopes to be able shortly 
to impress upon Washington authorities 
the part that life insurance men are play- 
ing in the war effort in an endeavor to 
win for them the recognition to which 
they are justly entitled; Howard Brown, 
L. W. Zonsius, Lew H. Webb and W. 
T. Cline of the Conkling, Price & Webb 
agency; B. J. Stumm, general agent for 
Northwestern Mutual Life at Aurora; 
E. J. Brennan, regional manager for the 
district agencies of John Hancock in 
Chicago, who is leaving Dec. 26 for a 
new position with the company at 
Springfield, Mass.; J. M. Clark, John 
Hancock general agent at Peoria, III, 
who was formerly associated with Mr. 
Houze, Milton Goldstandt, outstanding 
producer for the agency; K. W. Parkin- 
son, Chicago loan representative of John 
Hancock. 





Great Northern's 10% 


Banner 








President H. G. Royer of Great North- 
ern Life of Chicago and Helen Craig, 
president of the Social Club of that com- 
pany, are here displaying the new Min- 
ute Man flag with the 10 percent em- 
blem which was presented by the Treas- 
ury Department defense savings staff. 
The flag is hung with the American flag 
in the Great Northern outer office. 

The 10 percent goal was quickly 


reached following a meeting at which 
Vice-president John A. Sullivan an- 
nounced that the management had sug- 
gested and the Social Club had approved 
a plan that the home office employes au- 
thorize 10 percent payroll deduction for 
the purchase of war bonds. Three days 
afterwards every home office employe 
had voluntarily signed the authorization 
card. 





Furey to Dahabiies 
Home Office 


Pittsburgh General Agent, 
N.A.L.U. Trustee, Now 
Director of Agencies 


Berkshire Life has appointed W. Ran- 
kin Furey, its Pittsburgh general agent 
since 1929, as director of agencies. Mr. 
Furey entered the agency as an agent 





RANKIN FUREY 


w. 


on graduating from Princeton in 1922. 
For several years he sold $1,000,000 a 
year, achieving membership in the Mil- 
lion Dollar Round Table. He became 
a partner with his father, the late W. 
M. Furey in 1929. 

The agency was organized by Mr. 
Furey’s great uncle, G. W. English. Mr. 
Furey is a C.L.U., past president of 
the Pittsburgh C.L.U. chapter, past 
president of the Pittsburgh Life Under- 
writers Association. He is a trustee of 
the National Association of Life Un- 
derwriters and chairman of its general 
agents and managers section. 

With the appointment of Mr. Furey 
to this head office position and with the 
death last week of Homer L. Rogers of 
Indianapolis there are now two vacan- 
cies on the board of trustees of the 


N.A.L.U 


Bailey Equitable Agency 
Manager at Baltimore 


Edward F. Bailey, general agent for 
Equitable Society, has been appointed 
agency manager at Baltimore to fill the 
vacancy created by the appointment of 
Melville P. Dickenson as a lieutenant 
in the naval reserve. 

Mr. Bailey has served Equitable 23 
years and has been a general agent since 
February, 1940. In his first year he 
qualified for an agency club. He de- 
veloped rapidly into a half-million and 
later into a million dollar a year pro- 
ducer, having made the Million Dollar 
Round Table on four occasions. 





Changes in Roberts Agency 


Roy Ray Roberts, Los Angeles, gen- 
eral agent of State Mutual Life, has 
announced several changes, in view of 
the fact that his brother, Lloyd S. Rob- 
erts, who also was general agent, has 
resigned to enter defense duties with the 
Vega Aircraft Co. 

Herman A. Binder, former general 
agent of Massachusetts Mutual in San 
Francisco and a.member of the Million 
Dollar Round Table, has been appointed 
associate general agent. Rockwood C. 
Nelson, one of the leading producers of 
the agency, has been appointed assistant 
general agent. 
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Group Leaders 
Study Line in 
Progressive Spirit 


Examine Various Schemes 
Embodying Permanent 
Forms of Cover 


The group insurance leaders these 
days are studying their line in a pro- 
gressive spirit and with a desire to make 
such changes as are within the bounds 
of sound underwriting and that appeal 
to labor and the employer and that sa- 
tisfy a social need. Some intense thought 
is being devoted to this field behind the 
scenes. 

The recent decision of Bankers Life 
of lowa to offer permanent plans of in- 
surance under group contracts is indica- 
tive of the fact that there is below the 
surface a willingness to make experi- 
ments. a 

The labor interests have been quite in- 
terested in the idea of having group in- 
surance provide insurance tor “keeps 
for the individual employe and this de- 
mand coupled with the interest of the em- 
ployer in preventing the cost of group 
insurance tor the older employes trom 
getting out of hand has caused the group 
specialists to consider what changes, if 
any, might be introduced. 

‘he Bankers Life program does not 
represent a brand new. idea. Certain 
measures of permanent insurance have 
been provided under several group con- 
tracts, notably those of Columbia Broad- 
casting Company, Central Hanover 
Bank ot New York and International 
Harvester. The novelty of the Bankers 
Life program is that it is a definite plan 
for general application rather than a spe- 
cial deal for an individual risk. 

Although the group people are study- 
ing the possibilities of change, practi- 
cally all of them at heart are convinced 
that the present system is the most 
sound and workable and gives the best 
results to employer and employe. Pro- 
viding a death benefit for the employe 
equivalent to approximately one year's 
wage under the annual renewable term 
plan with the employe’s contribution set 
at 50 or 60 cents a month, with sick 
benefits approximating two-thirds of the 
weekly wage and with hospital benefits 
of a flat amount, the group insurers feel 
that there is little left to be desired, but 
also they recognize that there is a de- 
mand for some sort of a scheme that 
will give the employe some permanent 
form of insurance. 

Some students of the business believe 
that this could be most satisfactorily ac- 
complished if it were permissible to pro- 
vide some form of paid up insurance 
without cash value. One of the big prob- 
lems in this connection would be to get 
approval from the states. If such a con- 
tract could be granted, then a plan might 
be worked out whereunder an employe 
who had been with a company a certain 
number of years, say 10, and had also 
perhaps attained a certain age might be 
given a certain amount of paid up insur- 
ance without cash value and then after 
another period of employment he might 
get additional paid up insurance. To 
provide paid up insurance with cash 
value, it is believed, would be unsatisfac- 
tory because many of the employes 
would be tempted to cash in their poli- 
cies or borrow against them for one rea- 
son and another and the permanent pro- 
tection that was intended for them would 
be nullified. If such policies were pro- 
vided, the group people believe that the 
cost of the paid up insurance should be 
borne by the employer because in a sense 
this would be in lieu of increased contri- 
bution by the employer to the cost of 


Western & Southern Gets Flag 











C. F. Williams, president of Western & Southern Life, is here accepting on behalf of 
his company a 10 percent Minute Man flag from the Treasury Department. Behind 
the flag is R. A. Ryan, director of the company, and at right Frank Wiglesworth, 
Travelers manager, representing bond committee. 








amount of the paid up insurance and the 
death benefit to which the employe is 
entitled according to his salary bracket. 

The best thought in the business is 
being given to the whole problem. The 
annual renewable term insurance for the 
older employes. There would be a di- 


minishing amount of term insurance rep- 
resenting the difference between the face 
Bankers Life experiment is _ being 
watched with the utmost interest. If 
Bankers Life actually succeeds in plac- 
ing some sizable risks under their plan, 
then action can be expected. 








life insurance policy, ete. 


perfect gift. 


become entirely practical. 


away. 


+ 


WM. H. KINGSLEY 
Chairman of the Board 








The Perfect Gift 


It is a tradition at this time of year that business men and 
philosophers should describe to us the “perfect gift,”—a 
jewel, flowers for the flowerless, toys for poor children, a 


But at last the Global War effort has concentrated attention 
on something which really does answer every requisite for the 
It is the blood donation. 
idea of blood plasma the transfer of the life-giving fluid has 


If you are one who would like to fight in the war but can- 
not, if you are one who feels that your patriotic contributions 
of time and money are less than enough, here finally is your 
opportunity to give an actual part of yourself. 
arm cannot carry the gun, but your veins can supply blood 
that may save the life of your champion thousands of miles 


And that means that you can give life itself to someone else, 
and without losing your own. The blood donor has found the 
perfect gift. And what’s more, you need not give only at the 
gift season. The idea is good every month of the year. 


THE PENN MUTUAL LIFE INSURANCE CO. 


INDEPENDENCE SQUARE, PHILADELPHIA 


For by means of the 


Your right 


+ 


JOHN A. STEVENSON 
President 














Doubt Persistency 
of Much Pension 
Trust Business 


Tax Incentive May 
Boomerang When High 
Levies End with War 


NEW YORK—Corporate income and 
excess profits taxes are such large fac- 
tors in the purchase of pension trust 
business that is being poured in as cor- 
porations scramble to get premium pay- 
ments out of their hands by Dec. 31 that 
some life company executives are won- 
dering whether this type of business is 
worth as much as if it were produced 
in the normal fashion. They reason that 
if a corporation’s main inducement for 
buying is that it is, in effect, paying its 
premiums with 10-cent dollars it may 
toss the plan out of the window when 
the war effort no longer necessitates 
these abnormally high corporate tax 
rates. ce 

One official expressed the opinion that 
perhaps the first year commission should 
not be so large on these cases and that 
renewals should be correspondingly in- 
creased. This would help the company 
offset losses due to early lapse. In addi- 
tion to the danger of lapse due to reduc- 
tion of the tax incentive there is the pos- 
sibility, particularly with plants enjoying 
war prosperity, that the corporation’s 
profits might not permit it to continue 
paying premiums into a pension plan 
after the war. 


Administrative Problems 


Even though a life company is satis- 
fied that its interest and mortality mar- 
gins are sufficient to absorb large chunks 
of the guaranteed-income business char- 
acteristic of pension trusts, these cases 
still present quite a few problems of ad- 
ministration for companies, particularly 
those below the top category in size. One 
is that if work connected with new and 
renewal business of this type is going to 
be bunched at the year end it will mean 
a peak load period that will increase the 
personnel problem, already acute around 
that time. 

An immediate problem, which would 
not exist in normal years, is the shortage 
of medical examiners needed to make 
the large number of examinations called 
for in a big pension trust case. Another 
difficulty is, who should pay the medical 
fees if a case falls through after the ex- 
aminations have been made? These fees 
can easily amount to several hundred 
dollars in a single case. Ordinarily the 
agent is charged with the fee but it 
seems harsh to expect him to pay per- 
haps hundreds of dollars in addition to 
missing out on a commission that he has 
worked months in the expectation of 
earning. Where the producer is a broker 
it would be virtually impossible to try” 
to collect the medical fees. 





Sues on Navy Pilot's Policy 


A suit for $10,000 under a life policy 
on Lt. Richard Bull of the navy, who 
died in a bomber Feb. 5, 1942, near Hila 
village, Dutch East Indies, was filed 
against Sun Life of Canada by his 
widow in federal district court at Peoria, 
Ill. Mrs. Ruth P. Bull’s petition alleged 
that the policy was in effect when her 
husband, pilot of the bomber, met 
death. The policy was issued Oct. 24, 
1939, when Bull was a resident of Flor- 
ida, his mother, Florence S. Bull, being 
designated as beneficiary. Oct. 7, 1940, 
the petition stated, while he was sta- 
tioned at Honolulu, Lt. Bull made a 
change. in beneficiary, naming his wife, 
and the company certified the change 
Oct. 20, 1940. 








4 


HeNATIONAL UNDERWRITER 


December 25, 1942 








Agent Must Know 
New Tax Law to 
Advise Clients 


It was never more important than 
now for the agent to know a good deal 
about federal taxation if he is going to 
give sound advice when selling life in- 
surance, Benjamin M. Becker, Chicago 
attorney, said at a meeting of the Fred 
S. James & Co. agency, Chicago. Mr. 
Becker is an authority in the tax field, 
and has done considerable work with 
agents and companies. C. F. Lundquist 
presided. 

The application of the 1942 revenue 
act will be a rude shock to a vast num- 


ber of people next March 15, Mr. 
Becker said. Many persons will pay 
who have not done so before. It is 


doubtful if an agent can at all success- 
fully consult with a client about life in- 
surance without some kind of under- 
standing of what the tax act contains 
and how it will affect clients and pros- 
pects. 

At the outset, he said, the agent 
should remember that the government 
has the power to vitiate any tax saving 
scheme. There is no wisdom, he said, 
in devising a “scheme” to save taxes. 
However, there is no moral or legal 
reason for a man not arranging his af- 
fairs so that his tax payments are the 
minimum, 

For those persons earning exclusively 
a salary there is no reasonable way of 
minimizing the tax liability, Mr. Becker 
said. If there is a salary plus income 
from securities, etc., then it may be 
possible by turning over some of the 
securities to the wife to reduce the tax 
liability since she could make a return 
in a lower bracket. This is perfectly 
legitimate. In doing so, however, there 
are three points to consider: Does the 
man want to make a gift of these secu- 
rities, what net exemption would result 
since the wife would get no exemption 
on her filing, and would there be a gift 
tax? 

The new tax law will hit businesses 
that are making money, he said. There 
are six taxes applicable to corporations, 
of which the three most important from 
the viewpoint of the agent are normal 
tax, surtax and excess profits tax. Earn- 
ings have skyrocketed for many small 
corporations with government contracts, 
and the excess profits tax will hit them 
very hard because their earnings were 
much lower during the period 1936-39 on 
which ‘the excess profits tax is based. 
Mr. Becker suggested that agents should 
view the tax picture from the viewpoint 
of the business executive. If a corpo- 
ration makes $1 and has a 70 percent 
over-all tax, there is left 30 cents. This 
30 cents is further taxed depending on 
the way it is distributed. He called this 
“the picture of the disappearing dollar.” 
Unless the agent knows what happens 
to the man’s money, he cannot give him 
very effective advice on how to spend 
some of it. 

There is much that could be done be- 
fore and still can be done with respect 
to estates, and these should be reviewed, 
he said. "A trust can be created for the 
wife, gifts made, property transferred, 
etc., to reduce the federal estate tax 
liability. It is extremely important now 
more than ever, to have liquid assets to 
take care of tax liability, both estate and 
income, that will accrue against an es- 
tate when a man dies. This is especially 
true if the man is owner or part owner 
of a closed corporation. There is no 
market for closed corporations today. 
It is also true if a business, of whatever 
type, is engaged in war production. The 
war contracts will of course disappear 
with peace and a man dying at or near 
that time would leave an estate in seri- 
ous jeopardy if liquid assets have not 
been provided. 

The changes in the tax law regarding 
pension trusts are significant, Mr. 
Becker said. They make it impossible 
to use the trust as a tax savings device 
for owners of closed _ corporations. 
Strictly key men plans will probably not 
get the approval of the commissioner of 


Hunt Is Retiring: 
Trebilcock Named 


Ernest W. Hunt, supervisor of Divi- 
sion No. 2 of New York Life in Chicago, 
comprising the LaSalle and Dearborn 
branches, will give up his agency work 
Jan, 1 and retire under the company’s 





ERNES'T W. HUNT 


He has been with New York Life 
since Feb. 12, 1896. 

Mr. Hunt was employed by the late 
Thomas A. Buckner, president of New 
York Life who was at that time inspec- 


plan. 


tor of agencies at Chicago. In 1898 Mr. 
Hunt was sent to the Missouri Clear- 
ing House at St. Louis as cashier, the 
next year to Wilmington, Del., as cash- 
ier and in 1901 in a similar capacity to 
Trenton, N. J. He was transferred to 
Chicago in 1902 as assistant cashier of 
the Illinois Clearing House and the next 
year became an agent in the field. 

Mr. Hunt was appointed agency direc- 
tor in 1904. Three years later he was 
sent to Indianapolis as agency director 
and in 1911 went to Columbus, O., as 
agency director, He returned to Chi- 
cago in 1914 where he organized the 
LaSalle street branch. It had an out- 
standing record and became one of the 
largest branches of New York Life. 

Albert W. Trebilcock, an agent in the 
LaSalle street branch and the company’s 
leading personal producer in Chicago, 
has been designated agency director of 
the LaSalle street branch succeeding Mr. 
Hunt. He has been with the company 
for 20 years and is a Senior Nylic. Mr. 
Trebilcock was brought into the busi- 
ness and trained by Mr. Hunt. All of 
his life insurance experience has been 
in Chicago. 

The Monroe street branch will be 
closed January 1. Richard K. Wilson, 
agency director of the Monroe street 
branch, is going to the Bankers build- 
ing branch as assistant to Agency Di- 
rector Aubrey Peters. — 








internal revenue. ~The law is now 
greatly clarified with respect to such 
trusts, and it is possible, because of the 
clarification, to make them qualify quite 
definitely under the law. Previously 
there was always a good deal of doubt 
on many points. Approval of the in- 
ternal revenue commissioner can be se- 
cured in advance for those plans which 
do not definitely meet the law’s require- 
ments. It used to be that the lawyer 
and the agent had to assure the pro- 
spective client that the plan would meet 
the commissioner’s approval when, as a 
matter of fact, it was extremely diffi- 
cult because of the vagueness of the 
law to determine this in advance. If 
the plan did not meet approval, then 
the pension trust was ordinarily lost. 

An amazing number of pension trust 
plans already have been submitted to 
the internal revenue department and a 
number are being prepared for submis- 
sion, he said, as a result of the changes 
in the law. Use of the pension trust 
permits the business to effect tax sav- 
ings at the same time it does something 
for its employes. In effect, if the busi- 
ness is in the 70 percent tax bracket, 
then the government pays 70 percent of 
the cost of such a trust. 


Eyes Effect of 
War on Group Line 


J. W. Stevens Tells 
Credit Men of War 
Clauses, Age Factors 


J. W. Stevens, district supervisor in 
Chicago for the group department of 
Travelers, was a member of a panel of 
insurance men that presented before a 
meeting of the Chicago Association of 
Credit Men a discussion of some of the 
effects of the war upon the insurance 
business. The other members of the 
panel were fire and casualty men. 

One question that Mr. Stevens dis- 
cussed was that of war clauses and re- 
lated matters in connection with group 
insurance. Mr. Stevens pointed out that 
group policies do contain war clauses 
which vary somewhat from company to 
company. In connection with employes 
leaving the company to enter armed 
service, the employer has certain elec- 
tions. In the first place he can cancel 
out the coverage as to that employe or 
at no extra cost to the employe the 
group coverage may be continued for 
120 days after he leaves his employment. 

This arrangement gives the employe 
an opportunity to buy National Service 
Life insurance and provides protection 
until he has done so. Or the employer 
pays the premiums on the employe’s Na- 
tional Service Life Insurance in the same 
amount as the group cov erage which had 
been provided. Or by paying an addi- 
tional amount per month the group cov- 
erage can be continued as to the em- 
ploye without war clause. But the 
amount of this extra premium may be 
increased at the renewal date. 

The question was asked as to the ef- 
fect upon the average group rate of the 
departure of so many young men for 
military service. Mr. Stevens observed 


Former President of 
American Mutual Dies 





Ward F. Senn of Minneapolis, 53, for- 
mer president of American Mutual. Life 
of Des Moines, and one of the most 
widely known insurance men in Minne- 
sota, died Sunday from a cerebral 
hemorrhage. He established the Pioneer 
Insurance Agency in Minneapolis about 
17 years ago and was its head at the 
time of his death. He was very active 
in state and local association work, be- 
ing on the executive committee and 
chairman of the program committee of 
the Minnesota Association of Insurance 
Agents and also a director of the Minne- 
apolis Underwriters Association at the 
time of his death. He was a leader in 
safety work and as president of the Hen- 
nepin County Safety Council and a 
member of the state safety council he 
was working out some important safety 
and fire prevention campaigns for the 
coming year. 


Was Treasurer of Yeomen 


For many years he was supreme 
treasurer of the Brotherhood of Amer- 
ican Yeomen and when this was reor- 
ganized a few years ago as the American 
Mutual Life, Mr. Senn was elected a di- 
rector and for a little more than a year 
in 1940-1941, he served as president. He 
had no official connection with the com- 
pany at the time of his death. 








that this movement definitely affects the 
rate factor but to a large extent the in- 
crease in average rate is offset by the 
fact that so many young women are be- 
ing brought into industry. These girls 
are usually as young or even younger 
than the men whose places they are 
taking. The principle of group under- 
writing, he pointed out, has called for 
reserves which would help to carry a 
group policy through a period of un- 
usual situations and would have a sta- 
bilizing effect on the cost. 











Educational Editor Wanted 


by the National Underwriter Company for its 
various services devoted to the training of 
agents in life insurance selling. This oppor- 
tunity should appeal to those who have a thor- 
ough knowledge of life insurance policies and 
their application to life insurance situations, in- 
cluding tax situations. Should be a fairly good 
speaker and able to write with brevity and 
force. Practical field experience of consider- 
able extent in selling essential. 
ing to live in Cincinnati and travel freely. 


Address in Confidence 
John F. Wohlgemuth, President 
420 East Fourth Street, Cincinnati 


Must be will- 
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INSURANCE MEN IN ARMED SERVICES 





Pacific Mutual Medico Is 
Now Lieutenant Commander 


Dr. W. H. Scoins, for many years as- 
sistant medical director of Pacific Mu- 
tual Life, has been 
commissioned as a 
lieutenant com- 
mander in the navy 
and called to active 
duty. He is a grad- 
uate of the Univer- 
sity of Nebraska. 
Dr. Scoins js expe- 
rienced in medical 
administration as 
well as in diagnos- 
tics and the prac- 
tice of internal 
medicine. He is the 
second member of 
Pacific Mutual’s, 
home office medical department to join 
the colors. Dr. T. M. Ebers was com- 
missioned as a lieutenant in the navy 
some time ago. 


Dr. W. H. Scoins 


Dr. Charles B. Ahlefeld, associate 
medical director of Business Men’s As- 





DR. C. B. AHLEFELD 


surance, Kansas City, recently was com- 
missioned a captain in the army. He is 
at present stationed at Springfield, Mo. 





Maurice T. Paine, Jr., of the W. Scott 
Smith agency of Massachusetts Mutual 
Life in Louisville, who joined the air 
corps in July, has now been sent to the 
army air base in Santa Ana, Cal., for 
training. 

Walter J. Simpson, assistant to Mana- 
ger W. W. Woody of Equitable Society, 
29 South LaSalle street, Chicago, has 
been commissioned a lieutenant in the 
navy and left Dec. 22, to take an eight- 
week indoctrination course at the Quon- 
set, R. I., naval air base. He has been 
in the business for 20 years, being at 
the home office for four years, then for 
six years in the cashier’s office at Chi- 
cago. He has been assistant to the 
manager for 10 years. 

Lt. Col. Keith Compton, who in ci- 
vilian life was an agent for New York 
Life at St. Joseph, Mo., was publicized 
the other day for having had quite a 
visit with the king of England when 
the king made his first visit to an Amer- 
ican airfield in England. The first Lib- 
erator that the king looked at was 
piloted by Lt. Col. Compton and the 
latter informed the king that this ship 
had made three raids over Europe and 
that several holes were shot in it at St. 
Nazaire. Lt. Col. Compton has been in 
the army air corps since 1938. 

M. M. McKenny, agency director of 
New York Life in the St. Joseph 
branch, has been accepted as a volun- 
teer officer candidate and expects to be 





inducted within the next six weeks or 
so. In addition to Lt. Col. Compton 
these representatives of the St. Joseph 
branch of New York Life are in the 
service: 

First Lt. Frank Crum, somewhere in 
the Hawaiian Islands; Ensign D. Max 
Thompson, State College, Pa.; Cpl. Don. 
W. Melton, Camp Crowder, Mo.; Cpl. 
R. D. Caughron, Ft. Benning, Ga.; 
Luther N. Bouska, American Red Cross, 
Camp McCoy, Sparta, Wis. 

The following men from the cashier’s 
department of the St. Joseph Branch are 
in the service: Cpl. D. J. Sullivan, At- 
lantic City; P. F. C. R. J. Kiley, Camp 
Sam Houston, Tex.; Pvt. L. T. Kafka, 
Ft. Leonard Wood, Mo. 

Charles R. Clements, Jr., assistant 
vice-president of National Life & Acci- 
dent and son of its president, has been 
appointed a lieutenant (j.g) in the 
naval reserve and will report Jan. 2 at 
Harvard University. 

Corp. Mel J. Appleton, former super- 
visor of the James G. Ranni agency in 
New York of Manhattan Life, is now on 
special duty with the insurance depart- 
ment of the army selling National Serv- 
ice Life Insurance. His weekly pro- 
duction is about $3,000,000. 

F. Tyler Bates, formerly San Antonio 
manager of Acacia Mutual Life, but 
more recently manager of the life de- 
partment of the Catto & Catto agency, 
is nOW serving as a captain in the army 
air corps at Macon, Ga. 

J. H. Abrahams, national secretary of 
Security Benefit of Topeka, now is a 
lieutenant (j.g.) in the navy stationed 
at Quonset, R. I. 





Effect of 1942 Revenue Act 
Reviewed in Los Angeles 


LOS ANGELES—Taxation imposed 
by the 1942 revenue act, as it applies to 
life insurance, was reviewed at a meet- 
ing of the Los Angeles C.L.U. chapter, 
with Ron Stever, Equitable Society, 
chairman of the Million Dollar Round 
Table, heading a panel of three who told 
of some of the law’s complexities and 
then answered questions. 

David Tannenbaum, Los Angeles at- 
torney, said that to his knowledge there 
have been but few tax laws which have 
been so complex as the present measure. 
He said it is difficult to reconcile some of 
the amendments in the law with other 
federal statutes. and amendments. 

Marvin Sherman, Equitable Society, 
told of the elimination of the $40,000 ex- 
emption under the new law and declared 
it gave the life underwriter greater op- 
portunity to talk to his clients about the 
added need for liquidity of his estate and 
opportunity to make added sales to the 
client. He pointed out that the new act 
voids the present state concept of taxa- 
tion, spoke of the change in the matter 
of elimination of reversionary interest as 
an incident to ownership, and said that 
premiums paid from community prop- 
erty funds are taxable in decedent’s es- 
tate. 

President Eldin L. Smith announced 
that classes covering the section of the 
C.L.U. course on taxation will begin in 
February. 





H. D. Moore Maine Supervisor 


Harold D. Moore, a veteran agent in 
Maine for Mutual Benefit Life and the 
son of Walter DeC. Moore, former gen- 
eral agent for the company at Portland, 
has been appointed supervisor of the 
agency. He will direct agency produc- 
tion pending the appointment of a suc- 
cessor to Don H. Simpson who has re- 
signed as general agent. Miss Ethel 
Ladd will continue as cashier and will 
be in charge of policyholders’ service 
work. 

Mr. Moore has held his company’s 
Analagraph certificate of proficiency 
since 1939. 








No Electric Train 
For Father 
This Christmas 


It won't be Christmas “as usual” 
this year. Father can’t have his 
electric train because the things 
that make electric trains have 
gone to war. So have many other 
kinds of materials. 


But here in America, we'll take 
time out to trim the tree... . to 
catch some of the Christmas spirit. 
Little hearts will still gladden on 
Christmas morning and little 
eyes will sparkle... but the 
grown ups will make it a war-time 


Christmas. 


One of the forces that makes it 
possible for men, in a nation at 
war, to have the peace of mind to 
relax ... even briefly ... for the 
holiday, is the Life Insurance 
which they own, reaching far out 
over the horizon of the future to 
eliminate uncertainty. 


ATIONAL LIFE 


AND “ACCIDENT 
InsunanceCompanylne. 


1 C. A. CRAIG, Chairman of the Board ACCIDENT 
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United af a 
Christmas Rally 


About 200 salaried employes and 
agents from the Chicago region gathered 
at the home office of United of Chicago 
Tuesday evening for the annual Christ- 





0. T. HOGAN 


mas get together. A buffet meal was 
served and then there was a varied pro- 
gram consisting of messages from Presi- 
dent O. T. Hogan and the other officers, 
entertainment of a vaudeville nature 
staged by various agents and employes, 
the showing of movies of company per- 
sonalities taken by Mr. Hogan and the 
distribution of gifts. 

United has a hard hitting, loyal agency 
organization and it is moving at a fast 
rate. Mr. Hogan predicted that by Jan- 
uary production would be on the basis 
of $2,500,000 a year and he said the ob- 
jective is to reach the $3,000,000 stride 
by the end of 1943. 

United recently entered Missouri and 
is now in five states, the others being 
Illinois, Michigan, Indiana and Ohio. 
Secretary Johnson, who with Mr. Hogan 
has constituted the team primarily re- 
sponsible for the development of the 
company, gave an inspiring message. 
Other speakers included Vice-president 
J. R. Hogan, son of the president; Vice- 
presidents G. B. Hiser and H. G. Rock- 
wood, Assistant Secretary J. M. Penrith, 
iH, P. Maloney, assistant to the presi- 
dent; A. R. Rudkin, who has been in the 
accounting department about 15 years 
and who has just been appointed audi- 
tor, and Dr. S. J. Russell, medical di- 
rector. 

Speaking for his son, Jerome Factor, 
head of the United Insurance Agency of 
Chicago, which sells accident and health 
insurance by mail but who is now a lieu- 
tenant in the signal corps at Tampa, 
Fla., Jake Factor said that the agency 
now has about 125,000 policies in force. 





Decision in John H. Smith Suit 


John H. Smith, former general agent 
of Massachusetts Mutual Life at Nash- 
ville, is not entitled to damages in his 
suit against the company but is entitled 
to an accounting to learn whether the 
company owes him any renewal commis- 
sions, the federal court at Nashville has 
ruled. Mr. Smith started suit in 1933, 
alleging that the company forced him 
to resign as general agent in 1928. He 
demanded $500,000 damages. The case 
has been tried several times. Last 
month he was allowed to increase the 
amount sought as damages to $3,000,000. 


West Coast Life Parley 


A managers conference was held by 
West Coast Life at San Francisco. 
President F. V. Keesling and Harry J. 
Stewart, vice-president and manager of 
agencies, discussed plans for the coming 
year. 





Interest in Report 
Said to Be in 
President's Hands 


Insurance men have been interested in 
newspaper reports from Washington, 
D.C., to the effect that President Roose- 
velt now has before him a 50,000-word 
report which in many respects is said to 
be much like that made for Great Britain 
by a commission headed by Sir William 
Beveridge, British economist and gov- 
ernment planner. The Beveridge report 
consists of 110,000 words. The Bever- 
idge recommendations’ most drastic fea- 
ture was for the government to take 
over all outstanding industrial life in- 
surance. The claim is made that it is 
too expensive under private insurance 
carriers and can be administered at far 
less cost by the government. 


Covers Wide Range 


The Beveridge plan covers all citizens 
without upper income limits but has re- 
gard for their different way of life. It 
provides retirement pensions, it is an ex- 
tension of unemployment insurance, 
employes would receive disability bene- 
fits on retirement, medical treatment, 
and funeral expenses. There is a ma- 
ternity benefit; provision for widowhood 
retirement benefits to be secured for 
housewives. The estimated cost to the 
government would be £350,000,000 for 
1945 instead of £265,000,000 under exist- 
ing social insurance commitments. The 
cost to insured persons would be £194,- 
000,000 instead of £69,000,000 and em- 
ployers would pay £137,000,000 as com- 
pared with £83,000,000. 


To Explain Social Security 


The rumor gathers some seriousness 
owing to the fact that President Roose- 
velt notified Senator George of Georgia, 
head of the senate finance committee 
that he expects shortly to submit to Con- 
gress a plan for expanding the social 
security system. The report before 
President Roosevelt is to have social 
security embrace the entire family. It 
was submitted to the President by the 
National Resources Planning Board 
headed by Dr. William Haver, professor 
of economics University of Michigan, 
and division director of the war man- 
power commission. The report was pre- 
pared by Miss Evaline Burns, author of 
books on social security programs. 

Insurance men are gratified that Su- 
perintendent L. H. Pink of New York 
state becomes president of Associated 
Hospital Service of New York. This is 
a private institution, is operated for 
profit but the cost to policyholders is 
comparatively low. Hospitalization is 
becoming more and more popular and 
undoubtedly Mr. Pink, who is very sym- 
pathetic to the lower income people 
would take up the cudgel against the 
national government going too far in 
social security programming. 





Boston Beneficiaries Reassured 


BOSTON—Meeting the criticism of 
some public statements that the life com- 
panies might avail themselves of vary- 
ing causes of death at the Cocoanut 
Grove night club fire to avoid payment 
of life proceeds and double indemnity, 
President Frank T. Bobst of the Gen- 
eral Agents & Life Managers Associa- 
tion of Boston, has issued the following 
statement: 

“In a survey just made by the Boston 
General Agents & Life Managers Asso- 
ciation, it was found that the companies 
are promptly approving the payment of 
all claims under the ‘double indemnity’ 
or accidental death benefits which are 
included in many of the policies. It 
is clear that the companies have had no 
intention of denying or questioning such 
claims despite a statement to that effect 
by a Boston politician which was re- 
cently published in the local press and 
which has unfortunately served to cause 
unnecessary disturbance and worry to 
many of these beneficiaries.” 





Pictures taken at Life Supervisors annual dinner for general agents in New York: 
Robert Lahm, Kelly agency, Fidelity Mutual Life; I. Austin Kelly, III, general agent 
of Fidelity Mutual; A. W. Eisen, Travelers, and Charles E. Genther, Connecticut Mutual. 








Observations Are Made 
on Business in Cuba 


Richard Rhodebeck of the head office 
of the United States Life has returned 
from a trip to Cuba and reports that 
production is showing a fine increase 
there. He attributes this in part to 
the development of brokerage business 
which is new to Cuba and which is 
meeting with success since few of the 
companies operating on the island have 
solicited brokers directly. Bud Win- 
ston is branch manager of the U. S. 


Life in Cuba. He predicts a 50 percent 
increase in business during the next six 
months. Cuba, according to the United 
States Life, offers opportunities for cer- 
tain kinds of group insurance. J. C. 
Fishwick, manager of the group sales 
department at the head office, has been 
in Cuba and declares that methods of 
sale and approach to be_ successful 
should be radically different from those 
used in the United States. The new 
branch office of the U. S. Life in 
Havana was opened Oct. 7, the quar- 
ters being at the corner of Obispo and 
Aguiar streets. 








COME — 





We have made SEVERAL new GENERAL 
AGENCY contracts in small and medium- 


sized cities recently. 


WANT A FEW MORE. 


If you are a good personal producer — 
Have a clean record — 


Have a genuine desire to remain in this 


business AND — 


Believe you are entitled to MORE IN- 


WRITE US IN CONFIDENCE 


A. B. OLSON, Agency Vice President 


GUARANTEE MUTUAL LIFE CO. 


OMAHA, NEBRASKA 
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Predicts Principles of New 

Revenue Bill Will Stand 

Although Rates May Vary 
CINCINNATI—“It is quite probable 


that many of the new basic points of 
the recently passed revenue act will 
stand for quite a long time,” David 
Stock, tax consultant and lawyer, de- 
clared in his address before the meet- 
ing of the Cincinnati Life Underwriter’s 
Association. While the rates will prob- 
ably be changed in future years, Mr. 
Stock believes that many of the im- 
portant changes made by the new law 
will be retained for many years. There- 
fore, he added, it would be well for 
agents to become well acquainted with 
all the important points. 

Among the changes which he outlined 
and discussed briefly were the follow- 
nig listed in order of appearance in the 
act: changes regarding merged corpora- 
tions, elimination of the many devices 
regarding the use of trusts, new deduc- 
tion for extraordinary medical expenses, 
changes regarding deductibility of in- 
terest on money borrowed to pay pre- 
miums, the important change under 
which the commuted value of renewal 
commissions is no longer required to 
be taken in as income in the year of 
death, the basic changes in the power 
of appointment, the elimination of the 
$40,000 special life insurance exemptions 
in the estate tax, and the changes in 
the gift tax law. 

In conclusion Mr. Stock outlined 
briefly certain opportunities under the 
new tax law with particular reference 
to pension trusts. It was Mr. Stock’s 
fourth appearance before the Cincinnati 
association. 


Insurance Handling Georgia 
Bond Drive in February 


ATLANTA—The insurance industry 
has volunteered to handle the war bond 
and stamp sales in Georgia for February. 
The details of the campaign are now 
being worked out by an executive com- 
mittee representing all the insurance or- 
ganizations in Georgia under the general 
chairmanship of Rutherford L. Ellis, 
president of the Georgia Association of 
Insurance Agents. 

Organizations participating are South- 
eastern Underwriters Association, Geor- 
gia Rating & Inspection Bureau, Georgia 
Association of Insurance Agents, Atlanta 
Association of Insurance Agents, Atlanta 
Life Underwriters Association, Georgia 
Field Men’s Conference, Casualty & 
Surety Association, Fire Companies Ad- 
justment Bureau, Atlanta Association 
of Claim Men, Atlanta Women’s Insur- 
ance Club, Life Managers & General 
Agents Association, Atlanta Accident & 
Health Association and the insurance 
commissioner’s office. 





Franklin Life Employes Bonus 


More than 250 home office employes 
of Franklin Life were the recipients of 
a cash Christmas gift. All regular em- 
ployes who have been with the com- 
pany for a year or longer received a 
check for one quarter of the monthly 
salary. Those with the company for 
shorter periods received proportionate 
cash gifts. This is the second year in 
which a similar cash distribution has 
been made 





Propose Maine Annuity Tax 


AUGUSTA, ME. — Recommendation 
for a 2 percent tax on premiums paid 
for annuities written in Maine has been 
recommended by a legislative research 
committee. 

The tax would raise $34,000 annually, 
it is estimated, or enough to take care 
of the back payments due the teachers’ 
contributory pension fund from the 
state, 


Philip Bake, manager of Phoenix Mu- 
tual Life, has been named chairman of 
the life underwriters team of the Cin- 
cinnati community chest drive. 





Economics Society 
Gives “Facts About 
Social Insurance” 


A booklet, “Facts About Social Insur- 
ance,” presenting a comprehensive re- 
view of the subject in question and an- 
swer form, has been issued by the 
Insurance Economics Society, 176 West 
Adams street, Chicago. 

It starts out with the definition of 
compulsory social insurance, how gov- 
ernment schemes are financed and their 
cost to wage earners; the meaning of 
health insurance, the difference between 
public assistance (charity) and insurance. 
It lists the various kinds of social insur- 
ance in the United States, including fed- 
eral government, state, insurance com- 
panies, cooperative insurance, hospital 
associations, and medical associations. 

It reviews the history of compulsory 
social insurance legislation in the United 
States, the provisions of the social se- 
curity act and its administration and 
points out that one of the duties of the 
social security board is “studying and 
making recommendations as to the most 
effective methods of providing economic 
security through social insurance.’ 


Present Proposals Analyzed 


It takes up the present proposals for 
compulsory health insurance, with quite 
a detailed analysis of the Elliot bill now 
before Congress, its significance and its 
impact on the various classes of insur- 
ance. The question of the need and de- 
mand for compulsory health insurance is 
discussed. 

It lists the mediums through which 
the American public is now insured 
against loss because of accident or sick- 
ness, including accident and health com- 
panies—stock, mutual, assessment, fra- 
ternal, etc.; life insurance companies— 
disability benefits; workmen’s compensa- 
tion—occupational accident disability; 
cooperative organizations—labor unions 
employe benefit associations, fraternal 
orders, etc.; service plans—*‘ Blue Cross” 
plan for hospitalization and various med- 
ical care plans, and salary continuance 
plans (wages continued by employer for 
given period of time when disabled.) 
The extent to which each of these me- 
diums has taken care of the needs of the 
American public is then reviewed under 
the various headings. 


Questions Asked and Answered 


Other questions asked and answered 
are: Would a government scheme of 
compulsory health insurance cost the 
people less than similar insurance fur- 
nished through insurance companies and 
associations? Would compulsory health 
insurance improve the health of the 
American public? Would socialized 
medicine follow a scheme of compulsory 
federal health insurance? Would an in- 
creased social security tax help avoid in- 
flation? Would a government scheme of 
compulsory health insurance affect busi- 
ness in general? Is government insur- 
ance as efficient as private insurance? Is 
this a good time to consider social insur- 
ance legislation? 

The booklet lists the officers, execu- 
tive committee and executive staff of the 
Economics Society and also the roster 
of state chairmen as of Dec. 1, covering 
36 states. New states are being added 
constantly as the society’s program is 
developed. 

Another smaller folder outlines why 
the Economics Society was organized 
and what it is planning to do. 





Mich. Applies Retaliatory Law 


LANSING, MICH.—The Michigan 
department has collected $21,500 in back 
taxes due from 1937-41 by checking 
taxes and fees in other states and apply- 
ing the retaliatory law. 

The state has collected $12,000 addi- 
tional premium taxes from _ industrial 
life companies on the 10 percent refunds 
allowed on premiums paid at offices, 
which previously had not been reported 
as taxable. 


W. Va. Simplifies Agency 
Licensing Procedure 


In addition to approving, insofar as 
West Virginia is concerned, the simpli- 
fications in the annual statement blank 
that were voted by the National As- 
sociation of Insurance Commissioners, 
Commissioner Sims has established a 
procedure for simplifying the requisi- 
tioning of agents licenses on the part 
of companies. 

In making application for renewal of 
agents licenses a letter from the com- 
pany over the signature of an authorized 
officer, merely listing the names and 
addresses of the agents for whom the 
company desires new licenses will be ac- 
ceptable. The department will complete 
the license application blank for each 
agent applied for and sign the name of 
the officer on the agent’s license appli- 
cation blank by typewriter. The com- 
pany need only furnish a list of agents 
with a check covering the licenses at the 
rate of $5 each. 





Allen May, president of Mutual Sav- 
ings Life, and Stratford Lee Morton, 
general agent of Connecticut Mutual 
Life, have been elected directors of the 
St. Louis chamber of commerce. 


Propose Reorganization 
of Montana Department 


HELENA—Governor Ford of Mon- 
tana will shortly propose a reorganiza- 
tion of the state’s services, including 
the creation of a new department of 
commercial supervision. This would 
embrace insurance supervision and the 
fire marshal’s office. Now the insurance 
department and fire marshal’s office are 
under the state auditor. 





Quarter Century Club Meets 


The annual meeting of the Provident 
Life & Accident Quarter Century Club 
was held in connection with the annual 
Christmas party, with 300 in attendance. 
John Kennedy, welcomed to membership 
in this club, was presented a watch by 
President R. J. Maclellan and a pin by 
W. C. Cartinhour, vice-president and 
secretary. With the presentation of a 
service plaque, special honors were paid 
to the 51 Provident men in service with 
tributes by Mr. Cartinhour. 





Mrs. Helen Pichurko Smith, teacher 
at the Bach Conservatory, was the en- 
tertainment attraction at ‘the annual 
Christmas banquet of the Toledo Life 
Agency Cashiers’ Association. 
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The State Life Insurance Company of Indianapolis, Indiana . 
Is a Mutual Legal Reserve Company Founded 1894 . . . . 
Has Paid $138,000,000 to Policyholders and Beneficiaries . . 
Holds Assets of over $56,000,000 for their benefit . . . . . 
Issues Policies from Ages One Day to Sixty-Five Years . . . 
Issues Policies on Male and Female Lives, Same Income Options. 
Issues Policies with Double Indemnity and Disability Benefits . 
Issues Juvenile, Educational Fund, and Family Income Policies. 
Issues Salary Continuance and Retirement Income Policies . . 
Issues Many Other Standard and Up-to-date Policy Forms . . 


Offers Agency Opportunities and Training for Those Qualified. 
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President Wilde Tells How 
to Protect Policies 


Frazar B. Wilde, president of Con- 
necticut General, has written a letter 
to policyholders, especially directed to 
those about to enter service, suggesting 
steps to take to safeguard their life in- 
surance. He suggests the desirability 
of a permanent mailing address, of nam- 
ing someone to act for the insured when 
he is in service, how to arrange for 
payment of premiums, the desirability 
of changing the method of premium 
payment, operation of the soldiers’ and 
sailors’ civil relief act, government al- 
lotment and the value of arranging in- 
surance under a settlement plan. 

President Wilde recommends discuss- 
ing the matter with a Connecticut Gen- 
eral agent or writing directly to the 
home office and promises that authori- 
tative advice will be given freely and 
without obligation. 

“It is, of course, recommended that 
any man entering the service take full 
advantage of the life insurance offered 
to him through the federal government,” 
President Wilde concludes. 





Conservation San Antonio Topic 


The San Antonio Life Cashiers Asso- 
ciation discussed conservation as related 











IN A FEW DAYS, R & 
R ENTERS ITS 29TH YEAR OF 
SERVICE. In the life of a Cali- 
fornia redwood, 29 years is not 
a long span. But in the life of 
a human being, they are the 
bulk of one’s working years. To 
have spent these years as I have 
spent them, as all of us atR & R 
have spent them, is a real priv- 
ilege. Best of all is the sense of 
comradeship in feeling that we 
have worked with you at the 
common cause of making still 
greater the institution of life 
insurance. 
* * 
A VERY WISE MAN ONCE 
SAID: “The things in life we 
want are many—the things that 
really count are few.” So I give 
you this New Year’s toast, “The 
things that really count—may you 
have them all in 1943!” 
* * * 
TO ALL WHO HAVE WRITTEN 
ME PERSONALLY ABOUT 
“CORDIALLY YOURS,” MY 
SINCERE THANKS. You have 
been too generous, and yet I am 
human enough to appreciate your 
comments. I hope the little book 
deserves them. 
3K * 
BY THIS TIME YOU HAVE 
RECEIVED R & R’s ANNUAL 
MEMBERSHIP REPORT. We 
hope our program for the coming 
year will appeal to you as being 
truly constructive, and we await 
with interest your comments. 


PAUL SPEICHER 
Managing Editor 


THE INSURANCE 
ete & REVIEW SERVICE 








INDIANAPOLIS 





to the work of the cashier. Floyd 
Tower, Equitable Society, presented the 
problem as related to loans, use of let- 
ters and the telephone, and the coopera- 
tion of the agents in conserving business. 
It was stated that many do not know 
that they can borrow on a policy to keep 
it in force. 

W. J. Schnabel, Jefferson Standard 
agent, a guest, said the practice of some 
agents who seek to write new business 
rather than devote reasonable effort to 
conservation of business written is un- 
profitable. He gave as elements in con- 
servation careful selection of prospects, 
helping the prospect to buy, close atten- 
tion to the premium payments by the 
policy-owner and his reason for slowness 
in meeting his premium. His conserva- 
tion ratio ts 93 percent. 


N. Y. Life Course in Milwaukee 


Twenty-five Milwaukee agents of 
New York Life are enrolled in a spe- 
cial course on the relation of life insur- 
ance to the social security act. The 
course is conducted by Cameron Hurst 
of the company’s educational staff from 
the Minneapolis regional office, in col- 
laboration with Walter Weissinger, 
agency director in Milwaukee. 








Knit Sweaters for Service Men 


In addition to leather bill folds sent 
to home office employes of Northwest- 
ern Mutual Life now in service, 91 girls 
employed at the office got busy with 
yarn furnished by the company and knit 
91 sweaters in 30 days, in time for ship- 
ments to various parts of the world 
where Northwestern Mutual employes 
are fighting. They were knit to indi- 
vidual size as indicated by the office 
records of height and weight, adjusted 
according to the latest word of the in- 
dividual’s length and breadth from let- 
ters home. Judging from the first re- 
turns from the various fronts, they are 
making a decided hit with the boys. 
Signatures of the 91 girls and a brief 
note were enclosed with each sweater, 
with the name of the knitter checked to 
identify her to the recipient. 





Mention Fuller in Michigan 


DETROIT—E. H. Fuller, who retired 
from C. E. Eckert general agency of 
Northwestern Mutual Life after a long 
and distinguished career, is being fre- 
quently mentioned as a possibility for 
the post of Michigan insurance commis- 
sioner under the new Republican regime. 
Mr. Fuller’s former associates and par- 
ticularly his general agent are actively 
promoting his candidacy for the posi- 
tion. Mr. Fuller’s son jis associated with 
the agency. 





Indiana Agency Conference 


About 25 agents attended a one-day 
educational conference in Indianapolis 
held by the Indiana agency of Equitable 
Society. The agents qualified for attend- 
ance on the basis of production. Alvin 
B. Dalager, second vice-president of 
Equitable Society, and M. L. Elrod, Jr., 
R. & R. Service, spoke at the luncheon. 
The conference closed with a banquet. 





Hall Agency Parley Dec. 28 

NEWARK-—A sales congress is being 
held by the Newark agency of Penn Mu- 
tual Life Dec. 28. Speakers will include 
James E. Rutherford, executive vice- 
president National Association of Life 
Underwriters; Manuel Camps, Jr., New 
York general agent John Hancock Mu- 
tual Life; Wallace Boileau, Jr., vice- 
president, and A. Mosely Hopkins, Jr., 
training department Penn Mutual Life. 
J. Elliott Hall, Newark general agent, 
will close with a talk on “Life Insurance 
in These Times.” 








Alvin H. Doty, who has been ap- 
pointed Chattanooga manager for Mu- 
tual Benefit Life, is returning to the 
south after a six year assignment at 
Sioux City, Ia. He entered the busi- 
ness in 1930 as an agent in Mississippi 
and joined Mutual Benefit at Jackson, 
Miss., in 1935. He was then appointed 
general agent at Sioux City. In Mis- 


sissippi he served as secretary and a 
member of the international committee 
on music of the Kiwanis Club and at 
Sioux City he was president of the 
Civic Music Course. He is a native 
of Winona, Miss., and was educated at 
Mississippi College. From 1923 until 
1930 he served as educational director 
of his church. 





Honor Pink and McLoughlin 
Superintendent L. H. Pink and 
Deputy Superintendent Edward Mc- 


Loughlin, both of whom will retire from 
the New York department, to assume 
connections with insurance companies 
at the end of the year, will be guests at 
a dinner tendered them by 100 employes 
of the city office of the department at 
the Cafe Royal, Dec. 28. 


Spiker, Hicks in Toledo 


William A. Spiker of the educational 
department of New York Life discussed 
wartime problems of insurance com- 
panies and their solution at a meeting of 
company representatives in Toledo, O. 
Harry H. Hicks, Detroit, also spoke. 








David O. Johnson, 43, San Antonio, 
general agent of Minnesota Mutual Life, 
died from a wound resulting from the 
accidental discharge of his rifle. He 


was born at Victoria, Tex., and had 
lived in San Antonio more than 15 
years. He entered life insurance while 
a student at the University of Texas, 
under Sam R. Weems, then Dallas gen- 
eral agent of Minnesota Mutual. He 
had been one of the company’s leaders 
in personal business, as well as having 
an agency which was always near the 
top. He had served as a director of the 
San Antonio Association of Life Un- 
derwriters. 


David §. Kimball of the David O. 
Johnson agency of Minnesota Mutuat 
Life in San Antonio has been inducted 
into the army and will attend an offi- 
cers training camp. Much of the time 
he has spent with the San Antonio 
agency has been devoted to work among 
army personnel. 








United States Life—Ordinary insur- 
ance in November exceeded by approxi- 
mately 10 percent that of November, 
1941. For the first 11 months production 
was 32 percent ahead of the same period 
last year. More than 73 percent of agen- 
cies under contract over a year have 
shown an increase in production during 
1942. The accident and health business 
also shows a substantial increase and the 
group insurance department, opened last 
March, is making gratifying progress. 





“IT’S A 


expense. 


understanding, 


Home Office. 








That is what they are saying about the Min- 
nesota Mutual's Payroll Deduction Plan. 
Not only does it provide the insured an 
easy, convenient method for paying pre- 
miums; it enables the management to make 


deductions with a minimum of detail and 


If you're looking for a sure-fire method of 
tapping the thousands and thousands of 
prospects now engaged in industry it will 


pay you to investigate. 


A Quarter Billion Dollar Mutual 
Company, 62 years old, with an 


THE MINNESOTA MUTUAL 
LIFE INSURANCE COMPANY 


Saint Paul, Minnesota 


HONEY” 
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Policies in Lieu of Salary Increases 


(CONTINUED FROM PAGE 1) 





valuable employes. In its just-issued 
publication on wage and salary stabili- 
zation the institute states: 

“Pension and insurance plans are your 
greatest opportunity to attract, hold and 
stimulate employes. This is not a loop- 
hole in the regulations. Remember that 
the purpose of wage and salary stabili- 
zation is to check inflation, not to level 
compensation. Increases paid in insur- 
ance premiums or contributions to a 
pension plan can’t be spent now and are 
not inflationary. The exemption in 
favor of pension contribution and insur- 
ance premiums is in line with the anti- 
inflationary purposes of the regulation 
and you need not fear any moral onus in 
taking advantage of it. 

“Deferred compensation programs 
may be ideally suited to the twin needs 
of holding labor and cushioning postwar 
trouble. Reasonable amounts set aside 
in pension or profit sharing trusts are 
fully deductible by the employer and are 
not taxed to the employe until the actual 
cash distribution is made. Distribution 
can be made contingent upon the em- 
ploye staying with the firm for a rea- 
sonable period. Skilled men, good ex- 
ecutive timber and technicians will think 
twice about jumping to another job if 
they must sacrifice pension rights or 
profit sharing funds which they have 
built up.” i 


Test for Pensions 


In the case of pension plans, the regu- 
lations specify that if the employer's 
contributions are deductible under sec- 
tion 165 (a) of the revenue code the 
contributions shall not be regarded as 
salary. As for life insurance paid for by 
the employer on the life of employes 
and payable to their designated bene- 
ficiaries the premium payments are not 
regarded as salary so long as they are 
deductible by the employer in comput- 
ing net income under section 23 (a), 
which relates to deductions for ordinary 
and necessary business expenses, and do 
not exceed 5 percent of the employe’s 
annual salary determined without inclu- 
sion of insurance or pension benefits. 

For those wishing to cite the actual 
section of the regulations dealing with 
the exemption of pension and life insur- 
ance plans it is given below in its en- 
tirety: 

Section 1002.8 Insurance and pension 
benefits. Compensation may include in- 
Surance and pension benefits. In de- 
termining the amount of salary of an 
employe, the insurance or pension bene- 
fit inuring to such employe is not meas- 
ured by what he will be entitled to re- 
ceive after the happening of certain con- 
tingencies, but rather in terms of the 
amount of contributions or premiums 
paid by the employer. To the extent 
that an insurance and pension benefit 
inuring to an employe is reasonable in 
amount, such benefit is not considered 
as salary as defined in § 1002.6. 

Section 165 (a) of the code sets forth 
the conditions under which a trust form- 
ing part of a stock bonus, pension or 
profit-sharing plan of an employer for 
the exclusive benefit of his employes or 
their beneficiaries shall not be taxable 
for federal income tax purposes. Con- 
tributions by an employer to an em- 
ployes’ trust or under an annuity plan, 
which trust or plan meets the exemp- 
tion requirements of such section 165 
(a) (as of the date the contributions 
are made), shall be considered as rea- 
sonable, regardless of the amvunt of 
such contributions. On the other hand, 
contributions by an employer to an em- 
Ployes’ trust which is subject to federal 
income taxation because it does not 
meet the requirements of such section 
165 (a) shall be treated, for purposes of 
these regulations, as salary. 


Allowed as Business Outlay 


To the extent amounts paid by an em- 
ployer on account of insurance premiums 
on a policy on the life of an employe are 
deductible by the employer in comput- 
ing net income under the conditions set 
forth in section 23 (a) of the code (re- 
lating to deductions for ordinary and 
necessary business expenses), such 
amounts are not considered as salary. 
The amount of insurance premiums that 
will be considered as falling outside the 


concept of salary cannot exceed the 
amount of such premiums deductible by 
the employer for federal income tax 
purposes. If, however, such insurance 
premiums are includible in the gross in- 
come of the employe (for whose benefit 
the insurance has been taken out), as 
well as deductible by the employer, the 
amount which shall not be considered 
as salary in respect of such employe may 
not exceed 5 percent of the employe’s 
annual salary determined without the 
inclusion of insurance and pension bene- 
fits. 

The application of the preceding para- 
graph may be illustrated by the follow- 
ing examples. An employer having 20 
salaried employes takes out life insur- 
ance policies on each of such employes 
in favor of beneficiaries designated by 
them. The premiums paid for 10 of the 
employes are in each instance 7 percent 
of the employe’s annual salary (exclu- 
sive of insurance and pension benefits). 
As to the remaining 10 employes the 
premiums in each instance are 5 per- 
cent of the employe’s annual salary (ex- 
clusive of insurance and pension bene- 
fits). It is assumed that with respect 
to each employe the premium paid 
would be includible in his gross income 
under the code and would be deductible 
by the employer under section 23 (a) of 
the code. As to the first 10 employes 2 
percent of the premiums in each instance 
will be considered as salary, whereas no 
part of the premiums will be considered 
as salary in the case of the second 
group of employes. If, however, none 
of the premiums were deductible in com- 
puting the net income of the employer, 
then the entire amount of the premium 
in each instance would be considered as 
salary to the employe involved. 

Premiums paid by an employer on 
policies of group life insurance without 
cash surrender value covering the lives 
of his employes, or on policies of group 
health or accident insurance, the bene- 
ficiaries of which are designated by such 
employes, do not constitute salary (re- 
gardless of the amount of salary other- 
wise received annually by such em- 
ployes) if such premiums are deductible 
by the employer under section 23 (a) 
of the code. 


Since the regulations exempt life in- 
surance premiums up to 5 percent of 
the employe’s salary on the ground that 
they do not contribute to inflation, it 
seems reasonable to suppose that there 
will be no great trouble in obtaining 
official approval of premiums in excess 
of 5 percent in particular cases where 
the employer wishes to make such pay- 
ments. For example, a particularly val- 
uable employe might be well along in 
years. The amount of premium would 
be considerably higher than that needed 
to purchase the same amount of pro- 
tection for a younger man. Or the em- 
ploye might be substandard for medical 
or occupational reasons, so that 5 per- 
cent of his annual salary would not pur- 
chase anywhere near as much protec- 
tion as in the case of another man mak- 
ing the same salary. 


Accidental Death Decisions 


There are a number of cases appearing 
m the courts regarding accidental death. 
In Texas the Texas court of civil ap- 
peals reversed the lower court in Smau- 
ley vs. Woodmen of the World in which 
in brief the higher court held that the 
failure of the plaintiff to allege these ex- 
ceptions and to negative their application 
outlined in the policy was fatal to her 
petition seeking to recover accidental 
death benefit. 

The policy owner died as the result of 
injuries received when in attempting to 
settle a quarrel between her brother and 
another man, she was struck and 
knocked down, her head striking a ce- 
ment sidewalk. Her assailant said that he 
had not intended to strike the assured, 
but rather her brother. The policy pro- 


viding for accidental death benefits 
enumerated several exceptions to the 
company’s liability, but the plaintiff 


failed to allege these exceptions and to 
negative their application to this case. 
In this respect, her petition was fatally 
defective and the judgment entered be- 
low in her favor is reversed, the higher 


court declared. The court goes on to 
state, however, that the cashing of the 
check sent to plaintiff for the ordinary 
death benefit did not operate as an ac- 
cord and satisfaction of her claim for 
disability benefits. The court also holds 
that certain testimony of the plaintiff 
with respect to statements made by the 
local camp clerk was improperly ad- 
mitted. Plaintiff also failed to allege 
sufficient facts, particularly with respect 
to demand for payment to entitle her to 
penalty and attorney’s fees as allowed 
by the lower court. 


Red But Not Too Red Is 
Spirit of Florida Law 


_ The spirit of the Florida law requir- 
ing assessment organizations to print 
on their policies in red ink a statement 
that payment of claims depends upon 
ability to collect from members is be- 
ing violated by some concerns that are 
decorating their policies so profusely 
with red that the warning statement is 
not conspicuous. Attorney-general 
Watson of Florida has given an opinion 
that a policy may be disapproved for 
too much use of red ink. The legisla- 
ture intended, he said, to make the 
statement stand out above everything 
else in the policy in order that the as- 


Union Central Life 
Issues Plan Book 


A comprehensive 40-page “Organized 
Planning” book for 1943 has been dis- 
tributed by Union Central Life to its 
field men. It contains a budget for 
1943, a survey of past production and 
1943 objectives, including first year com- 
missions required, paid and written 
volume, premiums, applications, inter- 
views, calls or contacts, and new quali- 
fied prospects. 

Monthly results for 1943 are kept on a 
page opposite the 1942 record so that 
efforts for the two years can be readily 
compared. There is a two-page pros- 
pect inventory for each month with a 
table for posting the month’s results by 
weeks. There are also several pages of 
forms for recording written and paid 
business, etc. In the foreword it is 
pointed out that “Each hour you con- 
trol will be worth many hours of hap- 
hazard work.” 








sured might not fail to recognize the 
type of contract he was acquiring. The 
warning clause in one company’s policy 
was so placed as to blend with and be- 
come almost a part of a red border. 
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Hoads or Jails? 


In picking a wife (if you want one); or a 
car (when you could buy one); or a com- 
pany to work for (that’s really what we’re 
leading up to) ... there are many ways to 
reach a decision. You might draw straws, or 
consult an astrologer, or just toss a cdin. 


But why trust to chance on a matter that 
affects you so seriously. If you are looking 
for happiness and contentment in your work; 
a company that is interested in YOU and 
your success; a high commission schedule 
that pays you what each sale is really worth; 
the background and prestige of nearly sixty 
years of impeccable service .. . inquire about 
a Franklin Direct - with-the-Home Office 
General Agency contract. 
until you are blue in the face... if you want 
to. With a Franklin contract . . . heads or 


WLR comeany 


CHAS. E. BECKER, PRESIDENT 


DISTINGUISHED SERVICE SINCE 1884 
One of the 15 Oldest Stock Legal Reserve Life Companies in America 


Insurance in Force Exceeds $230,000,000.00 








Then toss coins 
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A Closer Look at the Beveridge Plan 


Now that the full text of the Bever- 
idge report on social insurance and al- 
lied services has been published in this 
country there is bound to be widespread 
discussion of it. The low price of the 
American edition, $1, means that every- 
one with a real interest in the subject 
can study the document itself rather 
than summaries or attempts at condensa- 
tion. 

From a life insurance point of view 
the most interesting sections, of course, 
are those dealing with Sir William’s pro- 
posal for nationalizing industrial insur- 
ance under an industrial insurance board. 
It has been assumed from press accounts 
of the report that this nationalization of 
industrial insurance was an important 
and integral part of the Beveridge pro- 
posal. However, a reading of the report 
itself shows that the suggestion regard- 
ing nationalization of industrial insur- 
ance is “bracketed” which, the report ex- 
plains, means that “it is not essential to 
the whole of the rest of the plan for so- 
cial security.” 

In fact, the report proposes that if in- 
dustrial insurance is not taken over by 
the government under the plan outlined 
in the report the industrial companies 
would retain the increasingly large busi- 
ness of insuring indirect expenses con- 
nected with funerals, of issuing life and 
endowment insurance for purposes other 
than funeral expenses, and of insurance 
against miscellaneous needs. This alter- 
native still contemplates the inclusion of 
a state funeral grant as part of the social 
security plan. 

Sir William makes it plain that he 
greatly prefers the bracketed proposal to 
the suggested alternative, stating that 
the latter presents almost as many ad- 
ministrative difficulties as would conver- 
sion of industrial insurance to a state 
public service, that it would not yield 
as good results to the public and that it 
would increase the difficulties of doing 
justice to existing staffs of industrial 
companies. 

The report reveals some interesting 
and important similarities and differ- 
ences between the industrial insurance 
business as conducted here and in Eng- 
land. As in this country, companies are 
divided between stock and mutual but 
with the difference that the largest are 
in the stock category whereas in the 
United States the four largest industrial- 
writing companies are mutuals. The sys- 
tem of debits and agents who collect 
premiums weekly is the distinguishing 
feature of the plan, which is not unnat- 
ural when it is remembered that indus- 


trial insurance was first brought to the 
United States from England. However, 
one feature of the British collector sys- 
tem which comes in for severe criticism 
on the cost angle in the Beveridge report 
is absent from industrial insurance as 
conducted in the United States. That is 
the plan of giving the agent a vested 
right in his debit. He can sell his “book” 
to his successor, whom he has the right 
to designate. This system, the report 
states, “practically excludes the prospect 
of any large change of terms of service 
or reduction of*costs.” 

The report points out that since the 
Parmoor committee investigation of 
1919-20, the largest industrial company, 
the Prudential, rearranged its operations 
to cut management expenses one-third 
and that the two next largest stock com- 
panies, the Pearl and the Refuge, de- 
creased their management expenses by 
about 25 percent. Nevertheless the stock 
companies’ expense ratio for 1937-40 was 
36.3 percent of premiums. On the other 
hand the report points out, in the 50 
years from 1887 to 1937-40 the four 
principal mutual companies succeeded in 
cutting their management expenses only 
from 44 per cent of premiums to 40 per- 
cent, even though during that period the 
premium income increased from £1,000,- 
000 in 1887 to nearly £18,000,000 in 
1937-40. It is in the mutual group of 
companies and societies that “book in- 
terest” or the right of the agent to name 
his successor and in effect to sell his 
book is prevalent. 

Another point about British indus- 
trial insurance which the Beveridge 


report criticizes is the high divi- 
dends paid to stockholders of pro- 
prietary companies, the report 


stating that practically all the money in 
industrial insurance comes from the pol- 
icyholders and that the large dividends 
to stockholders represent to only a very 
limited extent payments for necessary 
services by capital. Apparently, because 
of the large English mutuals’ addiction 
to a higher expense ratio it is possible 
for the largest companies in the field, 
which are proprietary, to operate with a 
lower expense ratio than the mutuals and 
still pay substantial dividends to stock- 
holders. 

In the United States, on the other 
hand, the largest companies are mutuals 
and of course are not burdened with the 
extra expense of “book interest.” With 
these large mutuals setting the pace in 
rates and policy dividends competitive 
considerations make it unlikely that 
stockholders’ dividends of proprietary 


companies will bulk unduly large. Hence 
both on the score of cost and on that of 
stock dividends industrial insurance in 
the United States seems to be free of 
two of the principal criticisms scored 
against it as practiced in Britain. 

The Beveridge report also criticizes 
the selling pressure used, stating that 
sales are pushed to a point beyond in- 
terests of the public as buyers of insur- 
ance, as is shown by the high proportion 
of total incomes devoted to industrial 
insurance by persons of low income and 
by the percentage of policies failing to 
reach maturity. However, it concedes 
that a higher lapse ratio is probably in- 
evitable in industrial than in ordinary in 
view of the limited means and economic 
insecurity of policyholders, but that “this 
makes it all the more important to re- 
move the pressure upon the public to 
insure which results from the financial 
interest of the offices and the terms of 
remuneration of their agents.” 

The proposal to convert industrial in- 
surance into a public service would 
involve establishing a statutory corpora- 
tion to be known as the Industrial As- 
surance Board. The board would have 
a statutory monopoly of the use of col- 
lectors and would be authorized to issue 
life insurance either through collectors 
or otherwise up to a suggested maxi- 
mum of £300 (about $1,200). The board 
would take over all existing industrial 
policies and carry out their terms safe- 
guarding the rights of all policyholders. 

The board would also compensate the 
stockholders and would employ or com- 
pensate the personnel. This would in- 
clude a fair remuneration for the vested 


interests of agents in their debit books. 
The report acknowledges that there 
would be many difficult problems of 
transition involved in the introduction of 
the proposed state funeral grant but 
contends that the transition will be 
easier if industrial insurance jis taken 
ever bodily rather than if the alterna- 
tive of leaving it to continue as a com- 
petitor in a restricted field is adopted. 

As far as the agents themselves are 
concerned, the report pays them the 
tribute of saying that they have become 
in thousands of cases the friends and 
advisers of the families with whom they 
deal and that many of them are in effect 
traveling citizens’ advice bureaus. and 
that they regard themselves as servants 
of the public. The report contends that 
in the nationalization of industrial in- 
surance these agents can find a better 
opportunity of living up to that ideal, 
since it is proposed to employ them in 
the field of social insurance, whether in 
connection with health insurance or 
some other type of social coverage. 

While the statement has been made 
that the American social security system 
is better than that of Great Britain, a 
reading of the report shows clearly that 
Britain has blazed the trail for every 
type of social insurance, including work- 
men’s compensation, now prevalent in 
the United States. There is already talk 
of an “American Beveridge plan” and it 
is to be expected that well organized ef- 
forts will be made to follow the compre- 
hensive Beveridge pattern without the 
time lag that has so far characterized 
our adoption of British social insurance 
features. 








PERSONAL SIDE OF THE BUSINESS 





President E. O. Burget of People’s 
Life of Frankfort, Ind., has been con- 
fined to the Clinton County Hospital 
there, sustaining injuries when he was 
struck by a hit and run driver while 
crossing the street in his city. He was 
leaving his office and en route home 
when the accident happened. He was 
found unconscious by his niece, Mrs. 
Lyman Boyle, an employe of the com- 
pany. His injuries consisted of cuts on 
his head, nose and lips. His right side 
was bruised. 

Charles E. Drury, Jr., of the Stout 
agency in Dayton led the entire John 
Hancock field force in paid for ordinary 
volume and premiums for October. He 
has been in the business 10 years. In ad- 
dition to his ordinary volume he is a 
leading producer in the group field. 


John S. Logan, former attorney of 
the Nebraska department, and for a 
time acting director, has been named 

S. commissioner for the southern 
Nebraska federal court district. 

E. L. Smith of the Equitable Society 
agency in Albany, N. Y., is closing the 
year with 550 weeks of uninterrupted 
continuous insuring of at least one life a 
week. He operates in Ulster and Greene 


counties in the Catskill Mountains, mak- 
ing his headquarters at Saugerties. It is 
a sparsely settled country and hence his 
record is the more remarkable. 

Andrew B. Shea, agency manager of 
Equitable Society, has been chosen gen- 
eral chairman of the Minneapolis war 
chest drive. He has done outstanding 
work for several years on community 
fund drives. Mr. Shea was co-chairman 
in the October drive which surpassed 
the goal of $2,303,564. 

A book on “The Chilean Popular 
Front” by John Reese Stevenson, son of 
President J. A. Stevenson of Penn Mu- 
tual Life, has been published by Uni- 
versity of Pennsylvania press. It traces 
significant political developments in 
Chile since 1920. Since graduation from 
Princeton in 1942, the author has been 
an ensign in the naval reserve. At 
Princeton, in the school of public and 
international affairs, he specialized in a 
study of Latin-America. He was 
awarded a traveling scholarship by the 
university in 1941, when he devoted his 
efforts to a study of Chile’s government. 

Service in the armed forces offers a 
“oreat adventure and a great opportu- 
nity,’ Grant L. Hill, agency director of 
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Northwestern Mutual Life and a first 
lieutenant in the marines in the last 
war, told members of a service school 
graduating class at the Great Lakes 
Naval Training Station. 

Frank E. Wilman, superintendent of 
bonds of Northwestern Mutual Life, has 
completed 45 years with the company. 
He received official and personal con- 
gratulations and gifts from company of- 
ficials and, associates. 

Kansas City business and professional 
leaders gave W. T. Grant, president of 
Business Men’s Assurance, a dinner as a 
testimonial to his services to the city the 
past year as president of the chamber of 
commerce. After the dinner the group 
presented Mr. Grant a traveling bag. 

Herbert W. Florer, Grand Rapids, 
western Michigan manager of Aetna 
Life and a former president of the 
Michigan Life Underwriters Associa- 
tion, has been appointed Kent county 
ration board administrator. 

John A, Moldenhauer, accountant in 
the investment department of Alliance 
Life, has been promoted from first lieu- 
tenant to captain of the 6th infantry, 
Illinois reserve militia. He continues as 
regimental adjutant. 

V. W. Wiedemann, San Francisco 
general agent of Equitable Life of Iowa, 
was chairman of the Big Ten Univer- 





Organize Your Work 





DALLWIG *:':* RECORD 


Over 18 years the standard Policy 
Register for life underwriters!! 
P. G. DALLWIG 
No. 1 La Salle St., Chicago, Il. 
Please send descriptive pamphlet. 
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Guests of honor included the East foot- 
ball team and coaching staff, which plays 
the West for the benefit of the Shriners’ 
Hospital for Crippled Children in San 
Francisco. 

Frederick H. Groel, secretary of Pru- 
dential, has been elected a trustee of the 
Presbyterian Hospital, Newark. 

About 30 accident and health com- 
pany executives in Chicago welcomed to 
the city at a cocktail party Wednesday 
afternoon E. H. O’Connor, executive 
director of the Insurance Economics So- 
ciety. 





DEATHS 


H. L. Rogers, Hoosier 
Leader, N. A. L. U. 


Trustee, Dies 


INDIANAPOLIS—Homer L. Rog- 
ers, 57, agency manager of Equitable 
Society for northern 
Indiana with head- 
quarters at Indi- 
anapolis, died at his 
farm home at 
Argos, Ind., after 
several months ill- 
ness. He _ had 
served eight years 
as president of the 
Indiana Life Un- 
derwriters Associa- 
tion, was a trustee 
of the National 
Association of Life 
Underwriters and a 








Homer L. Rogers 


past president of 
the Indianapolis Association of Life 
Underwriters. He was a capable or- 


ganizer and executive and wielded a 
definite influence for good in the asso- 
ciations with which he had been iden- 
tified. 

Mr. Rogers had been suffering for the 
past six months with a circulatory dis- 
ease that affected his legs. He was 
believed to have been making good prog- 
ress toward recovery when he was 
stricken. 

For many years his agency has been 
among the first 10 of his company in 








In a nation blessed with bounty, scarcity may 
come hard to many of us. Even to the heedless, it 
will invite reflection. 


Thus to many a father, the meatless days, the 
scarcity of this, the lack of that, will raise the vision 


of what real want might mean to his family. 
, 


It should be easier than ever to persuade men to 
the comfortable security of “Bounty Ahead”, 
through life insurance. 





FRANK P. SAMFORD. PRESIDENT 








HELENA 


R. B. RICHARDSON 








A General Agent's Earnings 
In an Urban-Rural District 


Started from scratch in 1940 by two partners who 
were strangers in the community. Their two year 


record: 

Earnings on Total Total 
Year Per. Prod. Per. Prod. Agency Prod. Earnings 
1940 $270,000 $6,879 $271,000 $8,828.95 
1941 $207 ,000 $7,059 $288,000 $9,062.00 


General agency openings in California, Oregon, 
Washington, Idaho, Montana, Utah and Wyoming. 
Look up our financial statement. 


~ WESTERN LIFE 


INSURANCE COMPANY 


Since 1910 


Assets $16,444,465 
Surplus $2,410,000 


MONTANA 


LEE CANNON 


President Agency Vice President 














production of new business and in No- 
vember his agency led the company. 

He went with Equitable in 1908 as a 
personal producer after having taught 
school and advancing to county super- 
intendent, being the youngest person 
to hold that position in Indiana. He 
became district manager at Winamac in 
1921, later serving in that capacity at 
Lafayette and South Bend. Sept. 1, 1928, 
he went to Indianapolis to succeed as 
agency manager Frank L. Jones who 
had been called to the home office to 
become vice-president. Mr. Jones made 
the selection and Mr. Rogers more than 
justified his faith. The latter did an 
outstanding job of agency building. 

At a meeting of the Indianapolis Asso- 
ciation of Life Underwriters a memorial 
service was held for Mr. Rogers and a 
number of those who had been active 
with Mr. Rogers in association and legis- 
lative work paid tribute to his fine quali- 
ties of character and outstanding talent 
for leadership. He stood high in the 
esteem and affection of his contempo- 
raries. 

He was born in Stark County, Ind., 
on a farm and was educated in Valpa- 
raiso University. He was a member of 
Masonic orders, the Columbia Club at 
Indianapolis and the Maxinkuckee 
Country Club at Culver, Ind. He is 
survived by his widow and two daugh- 
ters. 

Mr. Rogers 
drawl and 
his manner. 


Many Equitable Men Attend 


The funeral services were held at 
Argos, which is about 100 miles north 
of Indianapolis and interment was at 
Knox, Ind. Governor Schricker of 
Indiana, who-held Mr. Rogers 
highest esteem, attended both the fun- 
eral and the interment ceremonies. A. B. 
Dalager, vice-president, and Walter L. 
Gottschall of Chicago, director of agen- 
cies, represented Equitable Society. 
Philip B. Hobbs, Equitable Society, Chi- 
cago, and N.A.L.U. trustee, represented 
the National association. Other Equi- 
table agency heads from out of the city 
attending were Kay Yorke of Toledo 
and Fitzhugh Traylor of Boston, who 
was originally appointed by Mr. Rogers. 
President R. E. Sweeney of State Life 
of Indiana and a group of other leaders 
from that city went to the services as 
a group. The others in the party were 
E. A. Crane, general agent North- 
western Mutual Life; Eber Spence, 
general agent Provident Mutual, and 
Howard Nyhart, manager of Connecti- 
cut General. Mr. Rogers’ assistant 
managers acted as pallbearers. 

He had a very wide acquaintance in 
the state, knew the politicians and legis- 


spoke with a Hoosier 
was friendly and witty in 


lators and was the mainstay of the 
Indiana association in its legislative 
work. 


For the last two months Mr. Rogers 
had been ailing and stayed on his model 
dairy farm near Argos. His farm had 
been laid out by Purdue University and 
was conducted as an experimental farm 
in conjunction with the university’ $ agri- 
cultural department. Mr. Rogers had 
a prize Holstein dairy herd. He worked 
closely with the university and was re- 
sponsible for that institution starting 
a summer life insurance course. 





Eli E. Plumley, agency supervisor of 
the Philadelphia agency of Union Cen- 
tral, died of a heart 
attack only about a 
week after he had 
been appointed 
to the supervisory 
post. He had won 
honors as a quali- 
fier in Union Cen- 
tral’s “New Front” 
sales campaign. 

Mr. Plumley was 
born in Wilming- 
ton, Del., April 20, 
1895, and attended 
University of Dela- 
ware. He was in RE. 
the wholesale auto- 
mobile and auto replacement parts busi- 
ness for several years, and later in the 





Plumley 
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securities business before going with 
Union Central in 1931. 

Mr. Plumley wrote $2,888,978 on more 
than 380 policyholders in 11 years with 
Union Central. He qualified for the 
ranking production club in 1935. 

John H. Hands, 71, Sandusky, Mich., 
a director of Michigan Life and a 
brother of the late Leonhard T. Hands, 
former Michigan insurance commis- 
sioner, died after a short illness. 

Foreman G. Basford, for 16 years su- 
perintendent of Prudential in Cincinnati, 
died there. 

Edward S. Jerome, 78, for ten years 
superintendent of Metropolitan Life in 
Youngstown and Cleveland, and an 
agent in Andover, O., for 20 years, died 
at Ashtabula, O. 

Frank J. Koblitz, 61, superintendent of 
Seattle office of Prudential from 1929 un- 
til his retirement three years ago, died 
at his home from a heart attack. He 
started with the company in 1913 in St. 








~ COMPANIES 





Union Life, Little Rock, 
Now Entered in Utah 


Union Life of Little Rock egy so- 
liciting new business in Utah Dec. 1, it 
was announced this 
Walker, secretary. Permission to enter 
Utah was approved in November by the 
Utah insurance commissioner. Tempo- 
rary Union Life offices were estab- 
lished in Salt Lake City by Agency Di- 
rector Robert Schulman. Field Super- 
visor B. B. Miller has been placed in 
charge. 

Utah is the fifth state in which Union 
Life is now operating, and the fourth 
state it has entered during the past 18 
months. Union Life is now operating 
in Arkansas, Oklahoma, New Mexico, 
Arizona and Utah. 

On preliminary estimates Union Life 
will show an increase in insurance in 
force at the end of 1942 of approxi- 
mately 20 percent, Mr. Walker said. 


New Head of Central Life, Kan. 


Frank E. Milligan has been chosen 
president of Central Life of Ft. Scott, 
Kan., succeeding the late Senator Harry 
W. Milligan. 


B. M. A. Shows 18 Percent Gain 


Business Men’s Assurance in Novem- 
ber, which was President’s Month in 
honor of W. T. Grant, showed an in- 
crease in production over November, 


1941, which gave the company an 18.6 


week by Elmo 


percent gain for the first 11 months. 
Leader in paid production was Robert 
Sanders, manager of the San Diego 
branch office, and Walter M. Jones, 
manager of the Salt Lake City office, 
won the president’s trophy. 





Honor Phillips in December 

Minnesota Mutual Life is putting on a 
special sales campaign in December in 
honor of President T. A. Phillips. 





New Manhattan Life Directors 


Manhattan Life has elected as new di- 
rectors Willard K. Denton, president of 
the Manhattan Savings Bank, and 


Thomas E. Silver, president of Lumber 
Mutual Casualty of New York. 


Alliance Life Bonus Checks 

Alliance Life has mailed to agents 
bonus checks ranging up to $150 as 
prizes in the fall production campaign. 








Boxes to Men in Service 


Occidental Life of California sent 
Christmas packages to each member of 
the field and home office forces who are 
in service. Each box contained cigar- 
ettes, candy, razor blades, chewing gum 
and other sundries. 











Save wisely TODAY 





tla 
bop oe 





SUN LIFE 


— for TOMORROW 





Diy Seventy-fif, 


HOME. OFFICE * 


DES MOINES 











XUM 


hm fy | 1} ee! 


snon 


~ 





| % 








XUM 


December 25, 1942 


LIFE INSURANCE EDITION 


13 








COMPANY MEN 


McVity, B.M.A., to 
Equitable Society 


Leonard H. McVity, actuary of Busi- 
ness Men’s Assurance, has resigned to 
become associate actuary of Equitable 
Society. Mr. McVity will assume his 





new duties about March 1. 
Before joining Business Men’s Assur- 
1938, Mr. 


ance in April, McVity was 








LEONARD H. MecVITY 


secretary and actuary of the Canadian 
Life Insurance Officers Association, To- 
ronto. Before that he was associated 
with Manufacturers Life of Toronto. 

A fellow of the Actuarial Society of 
America and of the American Institute 
of Actuaries, he has also served on sev- 
eral important association committees 
and has thus become well known to the 
insurance fraternity. Business Men’s 
Assurance has not yet appointed a suc- 
cessor. 


Stearns to Fidelity 
Mutual Home Office 


PHILADELPHIA—Glenn A. 
Stearns, who has _ been superintendent 
of agencies of 
Union Mutual Life, 
has been appointed 
supervisor of agen- 
cies of Fidelity 
Mutual Life. A 
graduate of the 
University of New 
Hampshire, he en- 
gaged for eight 
years in teaching 
and coaching. He 
had extensive sales 
experience with 
Equitable Society 
and Aetna Life. G 
With Union Mu- 
tual he served three years as supervisor 
of agencies and three years as superin- 
tendent of agencies. 


State Mutual Veteran Retires 


E. Arthur Denny, 70, has retired as 
comptroller of State Mutual Life. Mr. 
Denny, who was the company’s senior 
employe in point of service, started as a 
clerk in 1894. He was promoted to as- 
sistant cashier in 1903, became cashier in 
1908, assistant secretary in 1919 and also 
assistant treasurer in 1923. He was 
named comptroller in 1930. 








. A. Stearns 








Peterson Succeeds Pray 


Don Pray, agency secretary of Bank- 
ers Life of Nebraska, has been commis- 
sioned lieutenant (j. g.) in the navy, 
attached to the bureau of aeronautics. 
During his absence Emory K. Peterson 
will act as agency secretary. Mr. Pe- 


terson graduated from the University of 
Nebraska in 1932, and since then has 
been with Union Central Life in Lin- 
coln and Philadelphia. 


MANAGERS 


Wichita Managers Elect 


Mammell as President 


The Wichita Association of General 
Agents & Managers elected the follow- 
ing officers at its annual meeting: Clay- 
ton Mammell, Farmers & Bankers Life, 
president, succeeding W. H. Moore, 
Pacific Mutual; J. A. Reinhart, Bankers 
Life of Iowa, vice-president, and W. 
H. Brust, Fidelity Mutual, secretary- 
treasurer. 

Mr. Mammell named Levi Rymph, 
Aetna Life; Morris McCready, Massa- 
chusetts Mutual; H. Lee Leavell, John 
Hancock Mutual, and D. L. Brohard, 
Metropolitan, to the executive commit- 
tee, which he heads. The meeting was 
a Christmas party under the direction 
of Mr. Leavell. 














Pfister Heads Newark Cashiers 


At the annual meeting of the Life 
Agency Cashiers’ Association of New- 
ark, Elmer Pfister, Mutual Benefit Life, 
was elected president; W.H. Webb, Mu- 


tual Life, vice-president, and C. W. 
Wickman, New York Life, secretary- 
treasurer. It has been decided to invite 


all male assistant cashiers in the Newark 
territory to become members. 





Cincinnati Group Hears Frank 


CINCINNATI—tThe Life Insurance 
Cashiers & Secretaries Association 
meeting was addressed by Forrest 
Frank, an executive director of the city 
charter committee of Cincinnati. 


Virginia Managers Hold Forum 

A discussion on “Keeping Faith with 
the Agents on the Job” was conducted 
at the December meeting of the Rich- 
mond (Va.) Life Agency Managers by 
Horace F. Sharp, Atlantic Life, assisted 
by Herbert Hill, Life of Virginia, and 
Walter Everiss, Metropolitan. 





Recruiting Minneapolis Topic 

_ Recruiting problems occupied the en- 
tire time at the December luncheon 
meeting of the Minneapolis Life Mana- 
gers & General Agents Association. 





San Francisco Party Dec. 28 


The annual holiday party of the San 
Francisco General Agents & Managers 


Association will be held Dec. 28. The 
letters recently written by H. Kenneth 
Cassidy, president of the California asso- 
ciation, to Grant Taggart, president of 
the National association, will be dis- 
cussed. 





Los Angeles Cashiers’ Party 


The Life Agency Cashiers Association 
of Los Angeles held its annual guest 
night and Christmas party, with Dr. H. 
P. Lair, for 28 years a missionary in 
China, and now associate pregjdent of 
Chee Loo University, Tsinan, ina, as 
the speaker. 


Bureau Estimates Nov. 
Sales 23°, Below 1941 


The Sales Research Bureau estimates 
that the sale of ordinary insurance dur- 
ing November totaled $447,749,000, or 
23 percent below the record for Novem- 
ber, 1941. For the year to date the 
bureau estimates total ordinary sales at 
$5,810,285,000 or 10 percent below the 
first 11 months of 1941. 





“Easy Lessons in Life Insurance”—the 
fundamentals in understandable form, 
Only $1. Order from National Under- 
writer. 








38th year in business. 


these facts. 


FIELDMEN 





EDWARD B. RAUB 
President 





Its constant aim has been to give prompt efficient service, to 
build solidly with quality and safety the prime prerequisites. 
Proof of the wisdom of this course is conclusively shown in 


LAPSE RATIO REMARKABLY LOW 
An extremely high percentage of policyholders 
keep their insurance in force year after year. 


NEW BUSINESS OVER 20% AHEAD 


of the average for companies as a whole. 


INSURANCE IN FORCE over $127,000,000. 


are career underwriters, carefully trained and 
building profitably and permanently. 


INDIANAPOLIS LIFE 
INSURANCE COMPANY 


Indianapolis, Indiana 
A Legal Reserve Mutual Company 


Agency opportunities in Indiana, Illinois, Ohio, 
Michigan, Minnesota, lowa, Texas and California. 


THE PROOF OF THE PUDDING 


The Indianapolis Life Insurance Company has just entered its 








A. H. KAHLER 
Second Vice-President 
Supt. of Agencies 














North American Reassurance Co. 


99 Jobn Street 


Lawrence M. Cathles, Ares. 
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Enlist for '43 


December thru 21st 
is top month of ‘42 


for new insurance. 


The “Old Guard” never 


surrenders | 


Address, Recruiting 
~ Sergt. 


Nationally 
Insurance Company, 


Home Office Madison, Wisconsin 











INSURANCE COMPANY 


IN THE CITY OF NEW YORK 


Group Life 
Wholesale 
Accident & Health 
Hospitalization 


This comprehensive portfolio offers a 
well-rounded program covering the 
group insurance needs of all types 
of prospects including labor unions. 
For information regarding special 
groups call on your nearest 
USLife general agent. 


RICHARD RHODEBECK 
Superintendent of Agencies 
101 Fifth Ave., New York, N.Y. 











Latest Policy Changes 


By JOHN H. RADER 


The National Underwriter is the only weekly insurance newspaper 
providing its readers with important last minute policy and dividend 
changes. Compiled by John H. Rader, National Underwriter statistician, 
these weekly reports supplement the data contained in the Little Gem, 
published in March at $2.50 a copy, and the Unique Manual-Digest, 


published in May at $5 a copy. 





John Hancock 1943 
Dividend Scale 


Details of John Hancock Mutual Life’s 
new 1943 dividend scale, which has been 
reduced approximately 11% _ percent, 
have been announced. Under the new 
dividend formula the interest factor has 
been reduced from 3.75 percent to 3.5 
percent to meet the general decline in 
interest rates on investments. Dividends 
effective Jan. 1, for principal policies 





follow: 

PREFERRED RISK WHOLE LIFE 
Dividend End of Policy Year 

Age Prem y 5 10 15 2 
15 $15.01 $4.24 $4.33 $4.50 $4.71 $4.95 
20 16.57 4.31 4.42 4.63 4.88 5.18 
21 16.93 4.383 4.44 4.66 4.92 5.23 
22 17.30 4.35 4.47 4.69 4.96 5.29 
3 17.69 4.37 4.49 4.73 5.01 5.35 
24 18.10 4.38 4.51 4.76 5.06 5.41 
5 18.53 4.41 4.54 4.80 5.11 5.48 
26 18.99 4.43 4.57 4.84 5.16 5.55 
27 19.46 4.45 4.60 4.88 5.21 5.61 
28 19.95 4.47 4.638 4.92 5.27 5.67 
29 20.48 4.50 4.66 4.97 5.384 5.73 
30 21.02 4.53 4.69 5.02 5.40 5.81 
31 21.61 4.55 4.73 5.07 5.48 5.89 
32 22.22 4.58 4.77 5.12 5.53 5.97 
33 22.85 4.62 4.81 5.18 5.60 6.05 
34 23.53 4.65 4.85 5.24 5.66 6.14 
35 24.24 4.69 4.90 5.31 5.74 6.24 
36 25.00 4.73 4.95 5.88 5.82 6.34 
37 25.79 4.77 5.00 5.44 5.90 6.44 
38 26.63 4.81 5.06 5.50 5.99 6.55 
9 27.52 4.86 5.12 5.57 6.08 6.66 
40 28.46 4.91 5.19 5.65 6.18 6.78 
41 29.46 4.97 5.26 5.73 6.29 6.89 
42 30.62 5.03 5.32 5.82 6.40 7.02 
43 $1.65 5.10 5.38 5.91 6.51 7.15 
44 32.84 5.17 5.45 6.01 6.64 7.28 
45 $4.12 5.22 5.63 6.11 6.76 7.41 
46 35.47 5.29 5.61 6.22 6.89 17.55 
7 36.90 5.35 5.70 6.34 7.02 7.69 
48 38.44 5.43 5.80 6.46 7.16 7.83 
49 40.08 5.52 5.90 6.59 7.31 7.98 
50 41.81 5.61 6.01 6.73 7.46 8.13 
55 52.37 6.20 6.70 7.53 8.29 8.87 

ENDOWMENT AGE 85 
10 $14.74 $3.62 $3.70 $3.85 $4.02 $4.23 
15 16.16 3.68 3. 3.96 4.1 4.41 
20 17.78 3.76 3.87 4.09 4.34 4.63 
21 18.16 3.77 3.89 4.12 4.38 4.68 
22 18.57 3.79 3.92 4.15 4.42 4.73 
23 18.99 3.81 3.94 4.18 4.46 4.78 
24 19.43 3.83 3.96 4.21 4.50 4.84 
25 19.89 3.85 3.99 4.25 4.55 4.90 
26 20.39 3.87 4.02 4.29 4.60 4.96 
27 20.89 3.90 4.04 4.32 4.65 5.02 
28 21.48 3.92 4.07 4.37 4.70 5.09 
29 22.00 3.94 4.11 4.41 4.76 5.15 
30 22.59 3.97 4.14 4.45 4.82 5.22 
31 23.21 4.00 4.17 4.50 4.88 5.30 
32 23.88 4.03 4.21 4.55 4.94 5.37 
33 24.56 4.06 4.25 4.60 5.00 5.45 
34 25.29 4.09 4.29 4.66 5.07 5.53 
35 26.06 4.12 4.83 4.71 5.15 5.62 
36 26.89 4.16 4.37 4.77 5.22 5.71 
37 27.75 4.20 4.42 4.84 5.380 5.79 
38 28.66 4.24 4.47 4.90 5.38 5.89 
39 29.61 4.28 4.52 4.97 5.46 5.98 
40 30.63 4.32 4.58 5.04 5.55 6.08 
41 $1.72 4.387 4.63 5.12 5.64 6.18 
42 32.87 4.42 4.70 5.20 5.73 6.29 
43 34.09 4.47 4.76 5.28 5.83 6.40 
44 35.39 4.53 4.83 5.86 5.93 6.51 
45 36.77 4.59 4.90 5.45 6.04 6.63 
46 38.24 4.65 4.98 5.55 6.15 6.75 
47 39.80 4.72 5.06 5.65 6.26 6.87 
48 41.47 4.79 5.14 5.75 6.38 7.00 
49 43.25 4.87 5.238 5.86 6.50 17.13 
50 45.14 4.95 5.383 5.98 6.63 7.27 
55 56.70 5.44 5.89 6.64 7.37 8.07 
60 72.89 6.12 6.65 7.51 8.33 9.20 
65 96.06 7.08 7.70 8.70 9.76 11.33 
5 YEAR TERM 

Dividend End of Policy Year 

Age Prem 2 3 4 5 
20 $9.82 $3.38 $3.38 $3.38 $3.38 
25 10.61 3.40 3.40 3.40 3.40 
30 11.27 3.42 3.42 3.42 
35 12.24 3.45 3.45 3.45 
40 13.73 3.50 3.50 3.50 
45 16.17 3.59 3.59 3.59 
50 20.54 3.76 3.76 3.76 
55 27.96 4.05 4.06 4.05 





MODIFIED LIFE* 
Dividend End of Policy Year 
5 10 15 


Age Prem 2 20 

20 $ 9.85 $3.40 $3.41 $3.96 $4.22 $4.51 
25 11.0 3.46 3.47 4.11 4.42 4.78 
30 12.63 3.52 3.56 4.30 4.68 5.10 
35 14.67 3.61 3.66 4.54 5.00 5.49 
40 17.39 3.73 3.80 4.86 5.39 5.95 
45 21.11 3.89 3.99 5.25 5.87 6.49 


Dividend End of Policy Year 
2 5 10 15 2 


Age Prem. 0 

50 26.31 4.11 4.22 5.76 6.46 7.13 
55 33.73 4.42 4.54 6.41 7.19 7.90 
60 44.50 4.86 4.97 7.27 8.13 8.91 

20 PAYMENT LIFE 
10 24.09 $3.91 $4.13 $4.55 $5.05 $5.64 
15 25.68 3.98 4.22 4.67 5.21 5.86 
20 27.58 4.06 4.32 4.82 5.41 6.12 
21 28.00 4.08 4.35 4.85 5.46 6.18 
22 28.43 4.10 4.37 4.89 5.50 6.24 
23 28.88 4.12 4.39 4.92 5.55 6.30 
24 29.36 4.14 4.42 4.96 5.60 6.36 
25 29.84 4.16 4.45 4.99 5.65 6.42 
26 30.34 4.18 4.47 5.03 5.70 6.48 
27 30.87 4.21 4.50 5.07 5.75 6.50 
28 31.41 4.23 4.53 5.12 5.80 6.63 
29 31.96 4.25 4.56 5.16 5.86 6.70 
30 32.55 4.28 4.60 5.20 5.92 6.77 
31 33.16 4.31 4.63 5.25 5.98 6.84 
32 33.79 4.34 4.67 5.30 6.04 6.92 
33 34.44 4.36 4.70 5.34 6.10 7.00 
34 35.12 4.39 4.74 5.40 6.17 7.08 
35 35.84 4.43 4.78 5.45 6.24 7.16 
36 36.58 4.46 4.82 5.50 6.30 7.25 
37 37.36 4.50 4.86 5.56 6.38 7.33 
38 38.18 4.53 4.91 5.62. 6.45 7.42 
39 39.03 4.57 4.96 6.68 * 6.52 7.51 
40 39.92 4.61 5.00 5.74 6.60 7.60 
41 40.87 4.65 5.06 5.81 6.68 7.69 
42 41.85 4.70 5.11 5.88 6.76 7.79 
43 42.90 4.75 5.17 5.95 6.84 7.89 
44 44.01 4.80 5.23 6.02 6.93 7.99 
45 45.17 4.85 5.29 6.10 7.01 8.09 
46 46.41 4.91 5.386 6.18 7.11 8.19 
47 47.72 4.97 5.42 6.26 7.20 8.30 
48 49.12 5.03 5.50 6.34 7.29 8.41 
49 50.59 5.10 5.57 6.43 7.39 8.52 
50 52.17 5.17 5.65 6.52 7.49 8.63 
55 61.80 5.60 6.13 7.05 8.05 9.26 
60 75.46 6.20 6.77 7.73 8.73 10.01 
20 YEAR ENDOWMENT 

10 $46.95 $4.63 $5.18 $6.26 $7.55 $9.11 
15 47.19 4.65 5.21 6.28 7.57 9.13 
20 47.51 4.68 5.24 6.31 7.60 9.16 
25 47.95 4.72 5.28 6.35 17.64 9.20 
26 48.06 4.73 5.29 6.36 7.65 9.21 
27 48.17 4.74 5.30 6.37 7.66 9.22 
28 48.30 4.76 5.381 6.388 7.67 9.23 
29 48.43 4.77 5.32 6.389 7.68 9.24 
30 48.58 4.78 5.34 6.41 7.69 9.25 
31 48.74 4.79 5.385 6.42 7.71 9.27 
32 48.91 4.81 5.36 6.48 %.72 9.28 
33 49.10 4.82 5.388 6.45 7.73 9.29 
34 49.30 4.84 5.39 6.46 7.75 9.31 
35 49.53 4.85 5.41 6.48 7.76 9.33 
36 49.78 4.87 5.43 6.50 7.78 9.34 
37 50.06 4.89 5.45 6.52 7.80 9.36 
38 50.36 4.91 5.47 6.54 7.82 9.38 
39 50.70 4.94 5.49 6.56 7.84 9.40 
40 51.08 4.96 5.52 6.59 7.86 9.42 
41 51.50 4.99 5.55 6.62 7.89 9.45 
42 51.97 5.02 5.58 6.65 7.92 9.48 
43 52.48 5.05 5.61 6.68 7.94 9.51 
44 53.06 5.08 5.64 6.71 7.97 9.54 
45 53.70 5.12 5.68 6.75 8.01 9.57 
50 58.15 5.36 5.93 6.99 8.22 9.79 
55 65.49 5.72 6.30 7.35 8.54 10.11 


*Premium shown is annual premium 
payable during the first five years; subse- 
quent premiums are double those shown. 


Equitable Society 
Continues Basic 


Scale for 1943 


Equitable Society announces that it 
proposes to continue its 1942 basic divi- 
dend scale for ordinary insurance and 
annuity contracts for 1943. As usual 
this announcement is subject to the 
final approval of the directors at their 
February meeting. 

The distribution of surplus to policy- 
holders during 1943 will probably be in 
excess of the distribution of 1942. Due 
to the usual increase in dividends with 
duration, the individual policyholder will 
receive a greater dividend in 1943 than 
during the present year. 

The fifth year extra dividends and 
the converted term dividends will differ 
somewhat in many cases during 1943 
from the 1942 payment. Equitable So- 
ciety does not intend at this time to 
print a new dividend booklet on the 
present scale. 


Can Elect Life Income Option 


Even though the continuance of the 
practice under current low interest rates 











RAINBOWS 
END 


The Declaration of Independence of the 
United States of America is Rainbow's End 
for more people today than ever before; 
many millions all over the world. 

It was written by Thomas Jefferson, 
whose 200th birthday anniversary will be 
celebrated this year. al 

Thomas Jefferson was born at Shadwell, 
Virginia, April 13, 1743. 

Thomas Jefferson said: “The God who 
gave us Life, gave us Liberty at the same 
time."’ These are words of hope and promise 
today in Jugoslavia, Poland, Denmark, Hol- 
land, Norway, Belgium, Tunisia, New 
Guinea; aye, in France, too. 

Thomas Jefferson wrote the Declaration 
of Independence in June, 1776. It was for 
mally adopted in July. He said: “We hol 
these truths to be self-evident; that all men 
are created equal, that they are endowed by 
their Creator with certain unalienable 
rights, that among these are Life, Liberty 
and the pursuit of Happiness."’ The passing 
years have made the words of the immortal 
document so clear they can be seen by all 
men, even those who are blind; heard by all, 
even those who are wilfully deaf. 

Thomas Jefferson became Secretary of 
State in President George Washington” 
cabinet in 1790. He said: “Governments 
are instituted among men, deriving their 
just powers from the consent of the gov- 
erned.”” His words are whispers of hope and 
faith over the seven seas and the six conti- 
nents. 

Thomas Jefferson became President of the 
United States in 1801. He said: “The tree 
of Liberty must be refreshed from time to 
time with the blood of patriots and tyrants.” 
Prophetic words, on the steppes of Russia, 
the sands of Lybia, the jungles of the Solo- 
mon Islands. 

Thomas Jefferson died at Monticello, 
Virginia, July 4, 1826; 50 years to the day 
after his Declaration of Independence had 
been adopted. He said: “Heaven has in 
store for our beloved country long ages to 
come of prosperity and happiness.” When 
the tumult and the shouting shall have died, 
the captains and the kings shall have de- 
parted, not only Our Country but Our 
World will enjoy long ages of prosperity and 
happiness. Thomas Jefferson worked and 
wrote as a Prophet. 

In recognition of the 200th anniversary of 
the birth of Thomas Jefferson, the Bankers 
Life Company of Iowa has issued a beauti- 
tul 1943 wall calendar, bearing a handsome 
kodachrome reproduction of the Jefferson 
Memorial building at Washington, D. C. 
(to be dedicated April 13, 1943), the words 
of Thomas Jefferson printed above and 
others, and a chronology of the principal 
events of Jefferson's life. 


—o-—- 


The Declaration of Independence of the 
United States of America is Rainbow's End 
for more people today than ever before; 
many millions all over the world. 
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opens the way for selection against the 
company, Minnesota Mutual Life an- 
nounces that it will continue to give the 
beneficiary the right to elect a life in- 
come option provided the election is 
made within 60 days from the date 
proper proof of insured’s death is re- 
ceived. 


War Risk Dividend 
Scale Continued 


The Veterans Administration of 
Washington announced that the same 
scale of dividends will be paid in 1943 as 
that paid in 1942 on United States gov- 
ernment insurance. This is the con- 
verted insurance carried by veterans of 
the 1917-18 world war. 


Girard Sets Scale 
Back One Year 


Girard Life proposes to pay in 1943 
dividends at the same rate of dollars and 
cents as that paid in 1942. This has the 
result of setting back the scale paid in 
1942 one year; ie., a policy 15 years old 
gets the same dividend in 1943 as it re- 
ceived in its 14th year in 1942. 

The rate of interest paid on funds left 
with the company, withdrawable or non- 
withdrawable, is the guaranteed rate, 3 
percent or 3% percent, depending on the 
issue. 








Goes on 3 Percent Basis 


Eastern Life of New York announced 
increase of rates to be effective early in 
1943. New rates will be based on a 3 
percent reserve table instead of the pres- 
ent 34 percent table. ; 

High premium endowment forms will 
be withdrawn. Insurance with annuity 
will not be written on female lives. The 
company will issue juvenile insurance. 





Review Wartime Problems 
at Conference Regional 


That the disability carriers are alive 
to their problems and are meeting their 
wartime obligations with intelligence 
and energy was demonstrated at the 
regional meeting of the Health & Acci- 
dent Underwriters Conference in De- 
troit. 

Following the usual formula of these 
gatherings, the session was strictly in- 
formal. In the group at luncheon were 
23 accident and health executives repre- 
senting seven member companies. Har- 
old R. Gordon, executive secretary, 
introduced topics for discussion which 
had been outlined in advance. ; 

The recent Beveridge report and its 
many implications evoked the most in- 
terest and the most comment. The In- 
surance Economics Society was well 
represented by Mr. Gordon, managing 
director; W. G. Curtis, president of Na- 
tional Casualty and one of the founders 
of the society; W. G. Alpaugh, vice- 
president Inter-Ocean Casualty, presi- 
dent of the conference, and chairman 
of the Ohio state committee, and T. R. 
Wyles, Jr., Standard Accident, chairman 
for Michigan. Mr. Curtis made a stirring 
plea for more active participation in the 
society’s work by all companies an 
expressed confidence in the ability of 
the industry to show cause why it 
should be allowed to carry on its work 
without government intervention. 

Discussions of policy forms and cur- 
rent insurance department activity were 
also in the spotlight. It was the con- 
sensus that decreases in new production 
of commercial business will not revert 
to an upswing in the near future, but 
that non-occupational forms, group busi- 
ness and female coverage are doing much 
to keep premium incomes up to and in 
many instances above pre-war levels. 





Beneficial General Agents Confer 


General agents of Beneficial Life have 
been called to the home office in Salt 
Lake City for business conferences Dec. 
28-30. 


ASSOCIATIONS 





Taggart Talks in Cleveland; 
Service Flag Dedicated 


CLEVELAND—Grant Taggart, pres- 
ident of the National Association of 
Life Underwriters, addressed the Cleve- 
land association on “Gearing Our 
Business to Victory.” The attendance 
was the largest of the year, with nearly 
400 present. 

Mr. Taggart discussed the work of 
the N.A.L.U. in looking after the in- 
terests of policyholders and agents. 
There are those today, he said, who be- 
lieve the membership of the N.A.L.U. 
will go down due to losses to the armed 
forces, but no one in the business can 
afford to stay out of the association 
when there is such important work to 
be done. 

The Cleveland Association dedicated 
its new service flag, which contains 38 
stars. H. G. Wischmeyer, general agent 
of John Hancock Mutual Life, gave the 
dedication address. 





Farmers Best Prospects, 
Waterloo Association Told 


WATERLOO, IA—Farmers are the 
best insurance prospects and have been 
neglected by the life men, Don Ross, 
merchandising manager of “Successful 
Farming,” told the Waterloo Life Un- 
derwriters Association. 

“Farmers’ cash income is the highest 
ir 20 years; they form the largest group 
of employed, income-earning people in 
the country; their business is the biggest 
in America and the oldest in the world,” 
he declared. 

He said that while agents have 
combed the cities for insurance prospects, 
they have neglected the farm areas; 
many farmers report no life insurance 
agent ever has called on them, he said. 
Life insurance is definitely needed for the 
farm family, with its investment of $5,- 
000 to $50,000, Mr. Ross said. 

In addition to the usual policy forms, 
he suggested “hired man insurance,” ex- 
plaining that “an insurance policy that 
would provide $50 to $60 a month for a 
hired man for a period of years would 
permit the farm wife to carry on after 
her husband’s death. 





Coryell Named Chairman 

SAN FRANCISCO—Gordon Coryell, 
Mutual Life of New York, has been 
elected chairman of the Quarter Million 
Round Table of the San Francisco Life 
Underwriters Association, succeeding 


Homer E. Anderson, New York Life. 
Roger Coffee, New York Life, was 
elected vice-chairman and E. E. Ray- 
mond, Equitable Society, secretary-treas- 
urer. Mr. Coryell is a director of the 
San Francisco association and is chair- 
man of the caravan and speakers com- 
mittee. 

The San Francisco Round Table has 
29 members. There are also 14 associ- 
ate members in Oakland, San Jose, 
Fresno and Sacramento. 

More than 250 attended the good fel- 
lowship luncheon of the San Francisco 
Life Underwriters Association. Mr. 
Coryell, who was “Santa Claus” distrib- 
uted gifts. Lloyd E. Wilson, secretary 


Grand Masonic Lodge of California, 
spoke. 





Columbia, S. C.—Roger Bourland, from 
the home office of Mutual Life, gave an 
address in which he asserted that the 
life insurance man must be ready at all 
times to go or to do anything that the 
government requests, must seek ways to 
help his community in any way possible, 
must extend the sale of war bonds, must 
achieve a sales record far in excess of 
any previous year to help siphon off the 
large excess income. He said that taxes 
and cost of living are higher but usually 
these increases are not as great as the 
savings in expenses from purchase, main- 
tenance and operation of automobiles and 
of savings because of lessened travel and 





Insurance 





United Life and Accident 


Insurance Company 
Concord, N. H. 


Representatives 

have something unusual to sell. Ask the 
man who owns a United Life and Acci- 
dent Insurance contract which contains: 

1. Life Insurance 

2. Double Indemnity 

3. Triple Indemnity 

4. Non-cancellable Accident 


5. Waiver of Premium 


Territory Available for New General 
Agencies in Pennsylvania and Delaware 


Write 
WILLIAM D. HALLER 


Vice President and Agency Manager 














Have You Any Civilian Clients Contemplating Travel and 
Residence Outside the United States? 


TO ALASKA 


TO FOREIGN COUNTRIES ABROAD 


We are underwriting civilians for full Risk Coverage at 
moderate extra premiums. 


Among the prospects for this coverage are: Personnel of Construction 
and Highway Engineering Companies, Mechanical Engineering Com- 
panies, Provision Catering Companies, etc. Consult Us for Rates and 


Particulars. 


INSURANCE IN FORCE, 632 MILLION DOLLARS 
(Including Deferred Annuities) 
ASSETS, 205 MILLION DOLLARS 


MANUFACTURERS 


LIFE 
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fewer luxuries. He predicted that busi- 
ness will be much greater in 1943 if the 
agent does his job properly. 

Flint, Mich.—Russel H. Moore, Lan- 
sing general agent Ohio National Life, 
urged agents to concentrate on reselling 
present clients and to get them to add 
to their life insurance holdings. 


Toledo, O0.—John Zuber, trust officer 
of the Ohio Citizens Trust Co., Toledo, 
spoke on “What every insurance man 
should know about the new federal tax 
law.” 

Fort Wayne, Ind.—A panel discussion 
on “Prestige Building,” led by J. H. 
Mueller, wili feature the January meet- 
ing. Others participating will be Harry 
Stine, S. B. Gregory and David Hosetter. 

Sacramento, Cal.— Harry J. Syphus, 
manager of agencies of Beneficial Life, 
spoke on “Target for Today.” 

Richmond, Va.—Sidney T. Adair, Rich- 
mond manager Social Security Board, 
discussed “Social Security and Life In- 
surance.” Eldon D. Wilson, manager 
Mutual Life of New York, who was in 
charge of the “Top That 10 Percent” war 
stamp and bond campaign, reported that 
agents had done an outstanding job. 

Chattanooga, Tenn.— The December 
meeting was devoted to organization for 
the new year. Members attending 
brought Christmas toys which were 
given to a local orphanage. 

Des Moines—Grant Taggart, president 
of the National association, said life men 
are the combat troops on the nation’s 
financial battle line. He reported sales 
of nearly $2,000,000,000 of war bonds by 
life field men since Pearl Harbor. The 
bond selling activities help to protect 
against inflation as well as aid in financ- 
ing the war, he said. 

He described other insurance activi- 
ties in the war effort, including the set- 
ting up of service bureaus near army 
camps to counsel soldiers on insurance 
rights, and protection of policyholders’ 
interests in Washington. 

Ames, Ia.—Ray Cunningham, secretary 
of the Iowa State College Y. M. C. A. 
spoke on “The Life Insurance Agent as 
an Educator.” 

Portland, Ore.—At a special Christmas 
luncheon meeting, Albert M. Niemi, C. 
P. A., was the guest speaker, followed 
by a ‘discussion of taxes relating to life 
insurance. 

Jacksonville, Ill—Bert Way, former 
stock raiser, told at the December meet- 
ing of having received in the last 15 
years disability income payments from 
his life insurance aggregating $58,295, 
which are continuing. He was run over 
by a wagon load of corn in 1926 on his 
farm near Jacksonville, receiving per- 
manent spinal injuries which required 
wearing a brace. The disability income 
clause in his life policy ever since has 
been providing him an annual income 
of more than $4,000. Lillian I. Danskin, 
president, presided. E. W. Logue was 
program chairman. 

Milwaukee — An invitation was ex- 
tended to all life agents in the city to 
attend the first annual cocktail party, 
which replaced the usual monthly lunch- 
eon meeting. 


Hamilton, Ont.—A. C. Hunter has been 
elected president, succeeding W. J. 
Stoneham; John Shea and John Wood- 
craft, vice-presidents, and W. R. Binney, 
secretary-treasurer. 

Topeka, Kan.—H. O. Chapman, secre- 
tary-treasurer of National Reserve Life, 
spoke. 

Chicago—Men in the base hospital at 
the Great Lakes Training Station will 
receive $27 toward their Christmas fund 
from the cashiers division of the Chi- 
eago association, President Mildred 
Krech announced. 

James F. Ramsey, Mutual Benefit Life, 
who recently resigned as director of the 
Chicago association, has not entered the 
armed forces as was announced. His 


resignation was necessary because Marc 
Law, also a director, became associated 
with Mutual Benefit Life. 

South Bend—‘“Insurance men are the 
combat troops on the country’s financial 
battle line” President Grant Taggart of 
the N.A.L.U. told nearly 200 members of 
the South Bend, LaPorte County, and 
Elkhart associations, meeting here. 
Praise for the bond selling record of 
association members and emphasis on 
the financial contribution of life agents 
in combating inflation was also stressed 
by Mr. Taggart. Dillion J. Patterson, 
president of the South Bend association, 
presided. 
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AGENCY CHANGES 


N. Y. Life Makes 
Change in Maine 


Don H. ‘Stimpson has been appointed 
agency director of the Maine branch of- 
fice at Portland of New York Life. He 
succeeds Agency Director M. H. Neale, 
who is retiring after 47 year of service. 

Mr. Stimpson was graduated from 
Patten Academy and Bates College and 
he holds the C.L.U. designation. He 
joined New York Life in 1920 in the 
Maine branch. After seven years of serv- 
ice he was appointed agency organizer of 
the New England branch in Boston. He 
was promoted to agency director at 
Worcester, Mass., in 1929, and continued 
in that position until 1938, when he re- 
signed to become general agent for 
Maine of Mutual Benefit Life. In that 
position he made an outstanding record. 
He now returns to New York Life as 
agency director of the office in which 
he began his life insurance career. 

Mr. Neale has been agency director of 
the Maine branch since 1906. He joined 
New York Life as a clerk in the Maine 
office in 1895, and later was appointed 
cashier. In 1904 he entered the field as 
an agent in Boston and shortly there- 
after was appointed agency director of 
the old Bay State branch. During the 
past 37 years he has been responsible for 
the large growth and development of the 
company’s business in Maine. 


Penn Mutual Names 
Spence in New York 


John E. Spence has been appointed a 
general agent of Penn Mutual Life in 
New York City, taking over the agency 
of Edward L. Reiley, who has been 
made general agent in Cleveland. 

Mr. Spence is 100 percent Princeton, 
graduated at Princeton high school and 
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from Princeton University. He entered 
life insurance in 1925 with Travelers. 
After training at the home office he 
did agency work in New York City, 
working with new agents, recruiting, 
training and supervising. 

He joined Penn Mutual in 1930, first 
with the J. Elliott Hall agency in New 


York, then with the Osborne Bethea 
agency. While he is a $250,000 pro- 
ducer, he has been assistant to the 


general agent in selection and training 
of new agents, and having supervisory 
duties. 


Carl E. Smith Manager of 
Springfield, Mass., Agency 


Carl E. Smith, Springfield, Mass., has 
been appointed manager in that city and 
adjacent counties by Fidelity Mutual 
Life. He has been a resident of the 
city for more than 30 years, prior to 
1924 having been manager and assistant 
treasurer of the Springfield Ornamental 
Iron Company. Entering life insurance, 
he gained experience with F. W. Fuller, 
then general agent of Equitable Society. 
Mr. Smith is past president of the 
Springfield Life Underwriters Associa- 
tion, commander Veteran’s Legion and 
vice-chairman Republican committee. 





Several Branch Changes 
Are Made by Travelers 


Several changes have been made in 
the life departments of Travelers branch 
offices. C. R. Young, assistant manager 
at Tulsa, Okla., out of the Oklahoma 
City branch office, has been appointed 
manager at Little Rock, Ark. L. B. 
Selman, field assistant at Oklahoma City, 
has been named assistant manager with 
headquarters at Tulsa. W. M. Dow, 
field assistant of the Seattle, Wash., 
branch, with headquarters at Spokane, 
has been appointed assistant manager at 
Seattle. J. P. Bounds, Jr., San Antonio, 
has been appointed field assistant. He 
has been a salesman in general business 
since 1927. 

E. P. Bennett, Jr., Lubbock, Tex., 
was named field assistant at Dallas. He 
formerly was associated with his father 
in the mortgage loan and insurance busi- 
ness. 


Rodruck Washington Manager 


Robert C. Rodruck has been named 
Washington state manager of Loyal 
Protective Life, with offices in the Jo- 
seph Vance building, Seattle. 








Mrs. Smoot in Herb’s Place 


Mrs. Rena Smoot, cashier of the 
Franklin E. Herb agency of Penn Mu- 
tual Life at Salt Lake City, has been 
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placed temporarily in charge of the of- 
fice. Mr. Herb has been commissioned 
a lieutenant in the naval reserve and is 
on leave of absence. 


Ballard Minnesota Mutual 
San Antonio General Agent 


A. J. Ballard, who has been a mem- 
ber of David O. Johnson Agency of 
Minnesota Mutual Life in San Antonio 
for 10 years, has been appointed San 
Antonio general agent to fill the vacancy 
caused by the death of Mr. Johnson. 
Robert L. Bowman will be with him 
as associate. 

Both men have been with the com- 
pany throughout their business careers. 
Both have been members of the Ran- 
dall Club and are now members of the 
M Club, successor to the Randall Club, 
and the President’s Club. Mr. Baliard 
has been a member of the Texas Lead- 





ers Round Table, and he is now serving 
as secretary of the San Antonio Asso- 
ciation of Life Underwriters. 

Harold J. Cummings, vice-president 
and superintendent of agencies, went 
from Denver to San Antonio to install 
the new general agent and his associate. 





R. W. Schroy, who formerly operated 
his own agency in Akron, O., has be- 
come manager of the new life and acci- 
dent and health department of J. Gordon 
Gaines, Inc., of Akron. 


Labow - Haines Company, Seattle 
agency, has established a new life and 
accident and health department, under 
the management of Richard E. Smith, 
for the past 4% years with Mutual Life 
of New York. 

Imperial Life of Canada has appointed 
C. K. Swartz manager of its Bay Street 
office in Toronto, succeeding the late 
Bernard Vise. 








LEGAL RESERVE FRATERNALS 





C. L. Biggs Dies 
on Board Train 


Charles L. Biggs, supreme record 
keeper of Maccabees and past president 
of the National Fraternal Congress, died 
Monday afternoon on a Michigan Cen- 
tral train enroute from Toledo to De- 
troit. He had been in Toledo with other 
officials of the society, including Mayor 





CHARLES L. BIGGS 


E. J. Jeffries of Detroit and Peter Wig- 
gle, attending the funeral of F. F. 
Schwarz, great commander of Ohio and 
trustee. Mr. Bigg’s death was very sud- 
den and without warning, although of 








PERTINENT FACTS— 
SUPREME FOREST 
WOODMEN CIRCLE 
Grom Astle. .6e0. ec $ 35,970,114.50 
Protection in Force....... 104,427,445.00 
Total Membership 131,789 
Organized into 2,624 Groves in 44 states 


Benefits paid in 1941 to members and 
beneficiaries ............ $1,899,047.27 


recent years he had had some slight 
difficulties with his heart. 

He had been active in Maccabees for 
40 years and had done fraternal work 
for much longer than that. Mr. Biggs 
was 72 years of age. As a young man 
he taught school at Waukegan, IIl., then 
went to Chicago where he was a solici- 
tor of the old National Union and met 
his wife, who survives him. After he 
was married he studied law at night and 
received the LL.D. 


Managed Ohio Business 


He was elected supreme _ record 
keeper in 1929 and since then had given 
full time to Maccabees. For many 
years he was great commander of Ohio 
and maintained his official residence in 
Cleveland until about three years ago 
although spending much of his time at 
the head office in Detroit. He was born 
in West Newton, Pa. His Ohio district 
was a leader in production in Maccabees 
for many years. After he went to the 
head office he was succeeded in Ohio by 
Mr. Schwarz. 

Mr. Biggs was president of N. F. C. 
for the term 1938-39, previously for two 
years having been on the executive com- 
mittee and for one year vice-president. 
He was a potent factor in the organiza- 
tion and his counsel was sought by the 
elders in fraternalism. 





Modern Woodmen to Offer 
60th Anniversary Special 


Modern Woodmen is offering a “60th 
anniversary special” certificate in 1943, 
its diamond jubilee year, limited to one 
certificate to a member and issued only 


ages 16-45. It is planned to issue this 
contract only during 1943. 

It offers maximum protection at less 
cost. If death occurs up to age 60, $606 
will be paid to the beneficiary immedi- 
ately, plus a monthly payment of $60.60 
for the first 12 months following the 
member’s death and $30.60 monthly for 
the next succeeding six months. Total 
benefits paid will amount to $1,516.80. 
It thus provides a small estate program 
which includes cleanup fund, readjust- 
ment income and monthly income for a 
short time thereafter. 

The contract is fully paid up for $375 
when the member reaches age 60. Divi- 
dends will be paid after two years’ pay- 
ments have been made. This certificate 
contains standard cash and loan, paid 
up and automatic extended insurance 
values, and also sanitorium benefits. 
Double indemnity benefits may be se- 
cured. 


Chicago Society Presents 
Ten Field Ambulances 


A fund of about $15,000, sufficient to 
buy 10 fully equipped field ambulances, 
is being presented to the Treasury by 
Independent Order of Svithiod of Chi- 
cago. Of this amount, a check for $10,- 
500 was presented at a patriotic festiv- 
ity held in Chicago to Major General 
Arend of the 6th service command, and 
the remainder which has been collected 
since that time soon will go forward. 

Early in October, the society began 
holding patriotic demonstrations in 31 
cities in seven states selling admission 
tickets. The net fund realized from ad- 
missions, over and above nominal ex- 
penses, went to the fund. The rallies 
drew approximately 35,000 attendance. 
In addition there were some 12,000 in- 
dividual contributions. Programs at the 
meetings included music, pageants, drills 
by teams, talks by army officers and 
other notables. 

At the great mass meeting of about 
5,000 people in Chicago, the main speak- 
ers were General Arend, Governor Green 
of Illinois and Mayor Kelly of Chicago. 
Dr. Joshua Oden, pastor of the Irving 
Park Lutheran church, gave the invoca- 
tion. 

President Bernard Johnson of the so- 
ciety was chairman of arrangements for 
all the meetings and Carl Stockenberg 
directed the pageant, “America Marches 
On,” held at the Chicago rally in which 
episodes from American history were en- 
acted. 


Ward Acting Treasurer of 
Fidelity Life 

Charles E. Ward, superintendent of 
investments, Fidelity Life, Fulton, III, 
has been named by the directors as 
acting treasurer to serve temporarily 
in the place of Treasurer Al F. Schoch, 
Ottawa, Ill, who was granted a leave 
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of absence to recover from injuries re- 
ceived in an automobile accident a few 
weeks ago. 

Mr. Schoch, treasurer for 45 years, 
is nationally known in  fraternalism, 
having been the only treasurer in 
Fidelity Life’s history.He is celebrating 
his 85th birthday this week. 

Mr. Ward, who resides in Fulton, has 
been superintendent of investments 
since 1928. Prior to that he was office 
manager. Before going with Fidelity 
Life in 1922, he was in charge of the 
accounting department at the John 
Deere Plant, Moline, Ill, and at one 
time served in the income tax division 
of the Treasury. 





Fraternal Groups in N. J. 
to Seek Tax Exemption 


NEWARK—Leading fraternal organ- 
izations of New Jersey have appointed 
a joint committee of lawyers to draw up 
a statute for submission to the New 
Jersey legislature to provide tax exemp- 
tion for them. 

These groups enjoyed tax exemption 
under a 1936 statute but a recent amend- 
ment to that act was declared unconsti- 
tutional and the act now is void. The 
committee will seek the same tax ex- 
emption as before. 





Robinson Heads Utah Congress 


W. V. Robinson, Salt Lake City, was 
elected president of the Utah Fraternal 
Congress at the annual meeting held in 
Salt Lake, succeeding Mrs. Earl E. 
Daniels, Murray, Salt Lake county. 
Other officers chosen were: A. E. Ko- 
nold, first vice-president; Mrs. N. Chris 
Thompson, second vice-president; Mrs. 
A. D. Owens, secretary. 





Monument to Sen. Sheppard 


A monument to the memory of the 
late U. S. Senator Morris Sheppard, 
treasurer of Woodmen of the World, 
Omaha, for more than 42 years, was 
unveiled at memorial ceremonies in 
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Hillcrest cemetery, Texarkana, Tex., 
conducted by representatives of the so- 
ciety, headed by De E. Bradshaw, na- 
tional president. J. R. Sims, Dallas, 
state consul commander, headed the 
committee on arrangements. Pat Neff, 
former Texas governor, gave an ad- 
dress of appreciation of Senator Shep- 
pard. Mr. Neff now is president of 
Baylor University, Waco, Tex. 





Francis Minn. Supervisor 
of Fidelity Life 


George S. Francis, general manager 
of A.O.U.W. of Minnesota for the last 
year and connected with that society 
for 14 years, has resigned and been ap- 
pointed Minnesota field supervisor by 
Fidelity Life of Fulton, Ill. effective 
Jan. 1. His headquarters will be main- 
tained in St. Paul. 

Mr. Francis is a life salesman and 
executive of many years’ experience. 
At one time he was an agent at Albert 
Lea, Minn., of Des Moines Life & An- 
nuity and later was secretary of the 
Continental Fire & Casualty of Mani- 
toba, Canada, for 14 years. In all he 
has been in the insurance business 
about 30 years. 


N. J. Woodmen Circle Elects 


NEWARK—Mrs. Anna Matlack, 
Trenton, N. J., was elected president of 
Woodmen Circle of New Jersey at the 
annual meeting. She succeeds Mrs. Ma- 
rie F. Boos, Woodbridge, N. J. Other 
officers are: Vice-president, Mrs. Edna 
Wiedeman, Trenton; secretary, Mrs. 
Anna McDonald, Woodbridge; treas- 
urer, Mrs. Elizabeth Dugan, Trenton; 
chaplain, Mrs. May Loshey, Elizabeth. 
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JOIN SUMMER AGENCY 

















Clarence C. Barbel has gone with the 
Summer Agency in Chicago as produc- 
tion manager, and Raynor C. Johnston 
as manager of the life insurance depart- 
ment. 

Mr. Barbel has been in insurance 
about 11 years, first with Equitable So- 
ciety and then with the Rockwood Com- 
pany, both in Chicago. Mr. Johnston, a 
graduate of the insurance course at the 
University of Michigan and a C.L.U., 
was for 14 years with Acacia Mutual, 
three years as actuary and later in man- 
agement work in Toledo and Chicago. 





WELCH BROKERAGE ASSISTANT 


Ralph L. Welch has been appointed 
assistant brokerage manager of the Earl 
M. Schwemm Agency of Great-West 
Life in Chicago. The appointment was 
made necessary by the increase in the 
brokerage business of the agency. Mr. 
Welch is associated with R. C. Frasier, 
agency supervisor, who is in charge of 
the brokerage department. The broker- 
age business this year has been the 
greatest in any year to date. For some 
years the Schwemm office has been one 
of the outstanding brokerage centers for 


life insurance in Chicago. Mr. Welch 
attended University of Illinois and 
joined the agency in May, 1938. Previ- 


ously he was in the advertising business. 


HOBBS AGENCY GATHERING 





The annual sales congress and dinner 
of the Philip B. Hobbs agency of Equi- 
table Society in Chicago was held at the 
Palmer House Wednesday evening. The 
group numbered about 30. At this time 
Mr. Hobbs outlined the objectives of the 
agency for 1943. 





PENSION TRUST MARKET 

Life insurance salesmen state that the 
market for pension trusts is still very ac- 
tive. A number of agents who are not 
experts in the line are able to secure the 
business but they bring in outside ex- 
perts and counsellors to handle the tech- 
nical phases. Sometimes the concern 


purchasing the pension trust will pay 
the consultant’s fee. One of the disheart- 





ening features of this line is the time 
often given to cases which fall through. 





HONOR FRANK T, PLATKA 


More than 200 leaders of Metropolitan 
Life in Chicago and friends of Frank 
T. Platka, manager Lawndale district, 
attended a dinner in his honor. Mr. 
Platka is retiring after 42 years of serv- 
ice. He was presented a wrist watch 
by his staff and a grandfather’s clock 
from the Metropolitan Managers Asso- 
ciation of Chicago. Miss Joy M. Luid- 
ens, executive secretary of Chicago As- 
sociation of Life Underwriters, told of 
Mr. Platka’s active assistance in mem- 
bership work. 


ACCIDENT 


Pacific Mutual Issues New 
Hospitalization Policy 


Pacific Mutual Life is issuing a new 
non-occupational hospitalization policy, 
providing hospital indemnity for 30 days 
and the equivalent of five days hospital 
indemnity for miscellaneous hospital 
expense. It is written for $3, $4 or $5 
per day, with premiums ranging from 
$8.70 to $14.50 for men age 18-49 and 
$10.90 to $18 for women. A surgical 
operation supplement can be added, 
providing maximum indemnity of from 
$60 to $100, for an additional premium of 
from $3.80 to $6.40 for men in the corre- 
sponding age group and $4.80 to $8 for 
women. 

Sickness benefits are effective after 30 
days. Fare-paying aviation is covered. 
Excluded are farmers, orchardists and 
those engaged in more hazardous work; 
those unable to read or write English 
and housewives or others employed 
about the place where they reside. 











Issues Old Age Policies 


The Federal Life of Chicago, which 
writes accident policies for subscribers 
of the Chicago “Tribune,” including the 
usual double indemnity provisions is 
now writing those over 70 years of age. 
Under 70, the premium is $1.50 a year 
and for those 70 and over it is $2.50 a 
year. 


New Individual Hospital Policy 

_ A new individual hospital policy has 
just been introduced by the intermediate 
accident and health division of Con- 
tinental Casualty. 

It emphasizes the extra expense fea- 
tures in connection with hospitalization 
and pays up to $5 for each day in the 
hospital on a blanket basis for operating 
room, laboratory fees, anaesthetic, hy- 
podermics, surgical dressings, routine 
medicines, x-rays and oxygen tent. All 
of these payments are in addition to the 
room and board allowance, private nurse 
allowance, ambulance fees and a $1,000 
accidental death benefit. The first ex- 
tended annual premium is $17 and $16 
thereafter. 


Pan-American Liberalizes 
Its Non-Medical Rules 


NEW ORLEANS — Pan - American 
Life has liberalized its regulations gov- 
erning non-medical business. The new 
limits are $5,000 for males, unmarried 
selfsupporting women from birth to age 
40 and unmarried women not self- 
supporting age 21 and less and $2,500 
for married women and_ unmarried 
women not self supporting between 
ages 21-40. 

All forms may be written on the non- 
medical basis except preferred risk, 
term, and policies containing the home 
protection rider. 

Non-medical has been used success- 
fully by Pan-American for seven years. 
Its use is available to agents with six 
months experience that have paid for 
25,000 of new business. 

All representatives have the 
medical privilege in connection 
salary savings cases. 
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Sales Ideas and Suggestions 





McFarlane Tells of His 
Clientele Building Methods 


DETROIT—The good life under- 
writers are those who program their 
clients’ insurance and also progrdm their 
own business, F. L. McFarlane, million- 
dollar producer of Aetna Life in Cleve- 
land, told Qualified Life Underwriters 
at the December luncheon in speaking 
on “Clientele Building.” 

The life man should build his business 
just as a manufacturer does. The leads 
represent raw materials, the qualifying 
interview the sales promotion, the sales 
interview the processing and assembly, 
the medical examination the final in- 
spection and the delivery of the policy 
represents delivery of the finished 
product. 

He has found referred leads the best 
and most productive. 

“In approaching either a friend or a 
new prospect, I offer my services to 
check his program (always assuming 
that he already has enough insurance) 
to see if it is set up to do exactly what 
he wishes it to do,” Mr. McFarlane said. 
“Sometimes it is properly set up, but 
more often it is not. The examination 
of the program, whether it results in the 
sale of additional business or not, makes 
him my client and when he is ready for 
more coverage, he thinks first of me.” 


Has “Client of Month Club” 


To build a large and faithful clientele, 
Mr. McFarlane launched what he calls 
his “New Client of the Month. Club.” 
He explained to his centers of influence 
and policyholders that in order to meet 
his quota for new business it is necessary 
for him to see more people. Once a 
month he mails them a return postal 
card designed to remind them of those 
among their friends and acquaintances 
who might be the best prospects for in- 
surance. In its first year of operation, 
the “New Client Club” produced 121 
leads from which $240,000 in new busi- 
ness was written. 

Every few months he calls on or tele- 
phones his centers of influence and re- 
ports what luck he has had in interview- 
ing the leads they supplied, thanking 
them for their cooperation. He has se- 
cured as many as 125 names in one such 
interview. The average number of names 
secured from centers of influence at each 
interview is 12. 

He sends to each new prospect about 
two days before the qualifying interview 
a letter on the Leaders Club stationery 
of his company, with a reference to his 
membership in the Million Dollar Round 
Table and his C.L.U. designation. 
“These things are done deliberately to 
create prestige before the interview and 
to convey the impression that I am well 
qualified to consult with them on their 
insurance needs. As a result I get a 
higher percentage of interviews than I 
would otherwise.” 

In the first, or fact finding, interview 
he secures data to prepare a program of 
the prospect’s insurance. The second, 
arranged by telephone, is the selling in- 
terview. 

“When the program has been ex- 
plained to the prospect, then I tell him, 
if there is a shortage of present insur- 
ance, what it will cost him to supply the 
difference. After that I wait for him to 
speak, no matter how long it takes. 
What he says, no matter what it is, gives 
me the cue to attempt the close. I make 
two low-pressure attempts to close and 
if I am not successful in these two at- 
tempts, I bow out with the suggestion 
that when he gets ready to put the pro- 
gram in working order, he give me a 
ring. 

“T use no tricks of any kind in the 
approach, presentation or close. I al- 


ways wait for the prospect to buy; I 
make little effort to sell him. I don’t 
say that this is the best way to operate; 
I say only that I have found it to be 
best for me. If I have failed to close at 
the sales interview and the prospect 
later calls me to to come back and see 
him, I am reasonably sure of a sale.” 





Minneapolis Agents 
Tell Why They're 
Ahead of Last Year 


MINNEAPOLIS—Life men in Min- 
neapolis in. the past two or three years 
have heard some of the foremost pro- 
ducers of the country tell how they do 
it, so for a change at the December 
luncheon meeting they listened to three 
of their own colleagues who have 
achieved notable success. Ted Kraemer, 
New York Life; Mrs. Hazel Herrmeyer, 
Penn Mutual, and Clarence Stiehm, Se- 
curity Mutual, were the speakers. All 
three have produced more business this 
year than last and they gave their own 
particular formulas. 

Contacts—and more contacts—was the 
recipe for success offered by Mr. 
Kraemer.. “If you see enough prospects, 
there will be no sales problem,” he said. 
He uses the telephone, personal letters 
and personal calls to get business. 

“Telephoning is a lot of fun even if it 
is inconvenient for the other fellow,” 
he said. “I have two telephones in my 
house,” a remark that brought smiles 
to his audience. 

Replying to a question by President 
Ellis Sherman, he said 85 percent of his 
calls are “cold.” 


Careful Record Is Kept 


Mrs. Herrmeyer has found that it 
pays to be methodical in her work. She 
keeps a careful record of her calls, in- 
terviews and sales. She also gave her 
definition of these terms. “A call is one 
where you make a definite appointment 
for an interview; an interview is where 
you find out the individual problem and 
how to meet it; a sale is not merely get- 
ting a signature on the application; it 
must date the signer for a medical ex- 
amination and arrange for a premium 
payment.” 

Much of Mrs. Herrmeyer’s work has 
been among women and she has found 
it comparatively simple to get them to 
pay their premiums well in advance, 
sometimes as much as five years. She 
stresses service to her clients; calls on 
them often; keeps in touch with their 
individual problems; helps them set up 
budgets. ‘My job is not done when I 
get a signature on an application,” she 
said. She believes in picking her pros- 
pects, not taking them at random. 

“The best life insurance prospects to- 
day are the men in overalls and the 
women in slacks,” declared Mr. Stiehm. 
“But they work hard and need their re- 
quired rest, so interviews should be at 
convenient hours and should be brief 
and easy to understand.” 

As his part on the program Mr. 
Stiehm put on a demonstration of one of 
several sales talks that he uses with 
success. 





Speed Up Production, 
Ralph Hoyer Urges 


NASHVILLE—By speeding up pro- 
duction intelligently agents can double 
their volume of business, Ralph W. 


Hoyer, Columbus, O.,- general agent of 
John Hancock Mutual Life, declared be- 
fore the Nashville Association of Life 
Underwriters. One more hour’s work 
each day will add two months of work- 
ing days to the year. “Are we working 
as hard at home as the boys on the war 
front? Are we on a wartime schedule?” 
Mr. Hoyer asked. 

With 25 percent of the life agents in 
the armed services and the country’s es- 
timated income set at $117,000,000,000, 
Mr. Hoyer predicted a good year in 1943 
for agents who remain on the job. By 
next year the newly prosperous will have 
paid off debts and bought long desired 
things and will then be ready to consider 
life insurance protection. 

However, the public must be educated 
in insurance fundamentals before it will 
buy life insurance. 

John Witherspoon, John Hancock 
general agent, past president of the Na- 
tional association, introduced Mr. Hoyer 
who is a National association trustee. 








Appoint Special Committee 
to Aid Service Men 


DETROIT—Qualified Life Underwrit- 
ers set up a special committee at a 
meeting to cooperate with the Michigan 
Association of Life Underwriters in 
handling the problem of supplying au- 
thentic up-to-the-minute data on steps 
for service men to take to preserve the 
life insurance. This also has engaged 
the attention of the insurance depart- 
ment. President Clyde Manion, Equit- 
able Society, presided. S. W. Ryan, 
genera] agent Penn Mutual and repre- 
sentative National Association of Life 
Underwriters, outlined plans. E. P. 
Balkema, manager Northwestern Na- 
tional and past president state associa- 
tion, is chairman of the special commit- 
tee. 

The “Keep Well’ campaign of the 
Institute of Life Insurance was launched 
for Wayne County. Frank Burch, of 
L. L. Mackey & Associates, Home Life, 
chairman, outlined the campaign. 

Harold Krutsch, John Hancock, chair- 
man war bond committee, announced 
plans were abandoned for sale of series 
F and G bonds. The E bonds have 
been installed in 1,044 plants in Wayne 
county by life men, with 167,086 em- 
ployes buying bonds regularly, repre- 
senting total payroll deductions of 
$1,248,393.63 weekly, or 11.3 percent of 
the payrolls of these plants. 

B. A. Schauer, newly appointed gen- 
eral agent in charge of the L. M. Gil- 
lette agency of Penn Mutual, was in- 
troduced by S. W. Ryan, general agent 
Penn Mutual. N. M. DeNezzo, assist- 
ant superintendent of agencies Aetna 
Life, was introduced by H. K. Schoch, 
Aetna Life general agent. 





Tells of Educational Plan 


DETROIT—The new ttraining pro- 
gram of Mutual Life of New York for 
active agents, which goes into effect 
Jan. 1, was explained to the Detroit 
branch staff at an all-day conference by 
E. E. Waller, home office training as- 
sistant Manager J. W. Paige presided. 
Full time agents will be expected to 
take this post-graduate work, and those 
who make the necessary grade will be 
sent to a three-day review school at the 
end of each six months at company ex- 
pense, war conditions permitting. The 
students must also turn in weekly work 
sheets. Mr. Waller also explained the 
program for coordinating life insurance 
and social security benefits in program- 
min. 





John A. Stevenson, president of Penn 
Mutual Life, is at the Jefferson Hos- 
pital in Philadelphia recovering from an 
operation for radial sinus. 


Los Angeles Managers 
Consider Stagger Plan 


LOS ANGELES—The Life Insurance 
Managers Association of Los Angeles 
at its Christmas meeting heard an in- 
spiring address by Rev. Dr. D. H. Tib- 
betts, First Methodist Episcopal church, 
also reports on the staggered houor 
question. 

President R. L. Hoghe, general agent 
of Equitable Life of lowa, reported the 
insurance transportation committee, of 
which he is a member, appointed a sub- 
committee to consult this week with the 
Southern California War Transportation 
Council, on a change in the work hours 
established for insurance. Members 
voted to close their offices all day Dec. 
26 and Jan. 2. 

Hugo Kirchofer Jed choral singing, 
with E. L. Anderson, Provident Mutual, 
at the piano. 


Continental Companies 


Issue “Morale” Circulars 


Continental Casualty, Continental As- 
surance and Transportation have issued 
the first in a series of circulars to all 
members of the home and branch offices 
and agency staff. The drawings and 
reading matter are done by Don Herold. 
It is designed to build morale within 
the industry itself. 

The first message emphasizes that the 
security which the insurance contract 
affords is important. to the continued 
operation of industry and is therefore 
vital in the war effort. It touches on 
activities of agents as bond salesmen 
and enumerates the extra services that 
the industry gives to its policyholders, 
such as inspection, holding down acci- 
dents, services that the public and 
industry itself often take for granted. 

The companies feel that the place to 
begin education regarding the true value 
of insurance and the work it does is at 
home, among insurance employes and 
agents. The bulletins stress the part 
the industry as a whole plays in the 
war effort rather than what either Con- 
tinental companies are doing or what 
any particular line does. The bulletin is 
attractively gotten up in two colors, and 
presents its points with humor and good 
sense. The agent sells backbone, Mr. 
Herold points out, and then suggests 
that an economy with all kinds of in- 
surance protection removed suddenly 
would be like a punctured balloon. 


Lahm with I. Austin : Kelly 


Robert Lahm, brokerage manager of 
the Finley agency of Home Life in 
New York, has resigned to become bro- 
kerage supervisor of the J. Austin Kelly 
agency of Fidelity Mutual Life in New 
York. 





State Farm on 44-Hour Basis 


State Farm Life is now operating on 
a 44 hour basis instead of the previous 
40 hour week. The pressure of new 
production as well as the usual year- -end 
work made it necessary to either in- 
crease the personnel or extend the week. 
The office operates on a five day week 
opening at 7:30 in the morning and 
closing at 5. The management be- 
lieves that use of already trained per- 
sonnel over a longer working day will 
more than compensate for the extra pay. 





Isaac P. Miller, 74, Provident Mutual 
Life, Baltimore, died there. He was 


one of the old time Provident Mutual 


agents, having served that company 
since October, 1893, at which time he 
was employed as a clerk. He took an 
agency contract in 1909. He was al- 
ways a high producer and qualified for 
the Million Dollar Round Table on three 
occasions, with a high production of 
$1,449,744 in 1928. 
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acai Seeaws State Death Benefit 


(CONTINUED FROM PAGE 1) 





ance and the benefits of ordinary insur- 
ance similar to that enjoyed by the pro- 
fessional and commercial classes have in 
this way reached the wage earning 
classes who would otherwise not have 
had facilities for it. Most of the ordi- 
nary insurance issued by industrial com- 
panies is on the lives of those who al- 
ready hold industrial policies. The rate 
of increase of the ordinary branch busi- 
ness has been twice that in the industrial 
branch. 


Death Benefit Need Covered 


The memorandum contends that the 
needs of the public for death benefits are 
already covered by existing agencies in 
a manner more comprehensive and more 
convenient to the public than could pos- 
sibly be attained by the state. At least 
one industrial policy already exists on 
the life of practically every member of 
the community. If it were decided to 
pay £20 on the death of every man, 
woman and child the cost in a year 
would be about £13,000,000. The mem- 
ber companies of the association alone 
in 1941 paid £16,000,000 in death 
claims in their industrial branches. 

“The best interests of the public will 
be served by leaving these offices which 
have catered so long and with such in- 
creasing success for funeral expense 
business free to continue their good work 
in the future,” the memorandum states. 
The evolution of the business of indus- 
trial insurance from the basis of purely 
funeral expenses to the present great 
structure which also provides for other 
objects and other needs is a striking tes- 
timony to the way in which the offices 
have adapted themselves to the growing 
desire of the public for a better standard 
of life in recent years. 

The memorandum contends there is 
no case for a departure from the volun- 
tary principle in connection with the pro- 
vision of funeral benefits. “The present 
system provides a salutary discipline of 
regularity which involves a measure of 
self effort—a not unimportant factor in 
maintaining the sturdy character of our 
people and preserving in the next gener- 
ation traditional habits of thrift.” 


Prudential Memorandum 


The Prudential memorandum also 
brings out a number of interesting 
points. Prudential states that practically 


the whole of the working classes are in- 
sured for a death benefit and there is no 
need for a state death benefit. If, never- 
theless, it was decided eventually to in- 
clude a state death benefit in social in- 
surance, for the best results to be ob- 
tained the work in connection with the 
claim and its payments should be carried 
on at the home of the assured. The as- 
sured’s dependents should not be left to 
seek for the appropriate paying author- 
ity or be put to the trouble of completing 
various government forms. This can be 
most readily accomplished by using the 
agency organization of the industrial of- 
fices. The success achieved by means of 
the agency organization in the case of 
national health insurance would seem to 
justify its use for the administration of 
the additional benefit. 

If an arrangement could be made 
whereby the policyholder would be able 
to maintain his premiums during periods 
of unemployment and sickness, the chief 
causes of lapses would be eliminated, ac- 
cording to the Prudential. The problem 
would be practically solved if statutory 
arrangements could be made whereby 
such persons when out of work or ill 
could obtain from the public assistance 
authority or some other body the means 
to meet the premiums due in respect of 
some ‘maximum sum assured. The 
agency staffs of the industrial companies 
would see that those who were unin- 
sured or insured for an insufficient sum 
were made aware of the position and 
advised to secure the necessary amount 
of life insurance. This would provide a 
death benefit of the lowest possible cost 
to the state and to industry as it would 


only be necessary to provide premiums 
during sickness and unemployment. 

The Prudential memorandum contains 
an interesting picture of the setup of an 
industrial organization in England. At 
the outbreak of the war Prudential’s field 
organization in the United Kingdom was 
divided jnto 14 geographical territories, 
each in charge of an inspector. There 
were 655 areas each in charge of a su- 
perintendent who had under him three 
or four or more assistant superintend- 
ents, each in charge of a section number- 
ing 2,203. Each assistant superintendent 
had under him five to seven agents, each 
in charge of an agency (11,756). The 
company works on the block system. All 
premiums in whatever class of business 
in a defined agency area are collected by 
the agent of that block. The agent is re- 
quired to reside in his block area and to 
exhibit a name plate showing that he is 
an agent of the company. The agents 
have become advisers to the public on 
many problems which affect their daily 
lives. The average earnings for the in- 
come tax year in 1938-39 including a 
staff share in the the profits for the year 
were superintendents £656, assistant su- 
perintendents £371 and agent £295. 


Barber Honored for 50 
Years with Equitable 








(CONTINUED FROM PAGE 2 


Courtenay Barber, Jr., and his wife and 
Mr. Barber’s sister, Miss Maxine Bar- 
ber. Mr. Barber is just as eminent in 
the Episcopal diocese of Chicago as he 
is in life insurance, he being one of the 
most prominent laymen in the city. 
Vice-president A. G. Borden represented 
the head office. Harry T. Wright pre- 
sided in the absence of Director of Agen- 
cies W. L. Gottschall, who was in Indi- 
anapolis owing to the death of Manager 
H. L. Rogers there. 

W. B. Babcock was the chief account- 
ant of the Equitable in Chicago when 
Mr. Barber entered its service and Harry 
L. Edwards was cashier. He became an 
agent in 1899 and general agent in 1901. 
Mr. Barber was one of the first million 
dollar producers in Chicago. He devel- 
oped into one of the most successful 
and useful life insurance salesmen in the 
city. 

Frank J. Gagen, who was in the busi- 
ness office when Mr. Barber took his po- 
sition there, and is now connected with 
the Phil Hobbs agency, told about Mr. 
Barber’s work as supervising general 
agent. For instance, W. M. Hammond, 
now manager at Los Angeles, was 
trained under Mr. Barbour and was the 
first agency manager in Chicago. 
Thomas Girault came from New Orleans 
and was associated with Mr. Barber and 
was appointed the second agency man- 
ager. Harry Wright himself got his 
sales training under Mr. Barber. It was 
stated that Mr. Barber developed the 
telephone appointment technique of 
which he is a master hand. 

E. L. Carson, manager at Milwaukee, 
perennial secretary of the Central Man- 
agers Association and one of its found- 
ers, represented that body. Charles 
Wadsworth, the other general agent, 
spoke. C. M. Cartwright, THe NATIONAL 
UNDERWRITER, was called on. 


A. G. Borden a Speaker 


Mr. Borden read a telegram from 
Vice-president W. J. Graham, who un- 
fortunately could not be present. Mr. Bor- 
den said that life insurance is a distinct- 
ly sentimental business. The salesman 
should take great satisfaction in what he 
has been able to accomplish through the 
medium of life insurance. Mr. Barber, 
although in the business for 50 years, is 
young in spirit and to stay young, Mr. 
Borden said, one should not look back. 
He must constantly peer ahead. Mr. 
Borden characterized life insurance as a 
business of selling ideas. Therefore it 
is different from a business in which 


commodities alone are sold. It appeals 
to the intellect. 

Mr. Barber has been interested in the 
human values in life insurance service. 
He said it is a business that develops in- 
tegrity and a man’s faculties to the high- 
est degree. A salesman should adapt 
the same enduring values to himself that 
he is asking others to subscribe to. A 
life insurance man’s function, he said, is 
to make enduring values effective. He 
asserted that life insurance in its high- 
est form enables a man honestly to sat- 
isfy a desire to serve others. 


Mr. Barber’s Career 


Mr. Barber for many years has been 
ene of the Equitable’s big personal pro- 
Gucers and also has been an inspiration 
to the men in the field because of his 
high personal and life insurance under- 
writing ideals. He repeatedly has led 
the society’s monthly honor roll and a 
number of times stood number 1 for the 
year. As early as 1911 he was placing 
more than $50,000 of premiums annually 
in the Equitable. He paid for $1,660,000 
in 1910 and was a million dollar pro- 
ducer for many years. His personal 
clientele numbers many thousands. 

Mr. Barber served as treasurer of the 
Chicago Episcopal Church diocese. He 
is senior warden of the Church of the 
Redeemer of Chicago. For nearly a half 
century he has been especially active in 
the Brotherhood of St. Andrew, serving 
on the national council and being vice- 
president since 1910. 

Mr. Barber was born at Simcoe, Ont., 
June 5, 1877, and received his education 
there. 

Mr. Barber has been a member of the 
Equitable’s “Old Guard” and its prede- 
cessor, the General Agency Association, 
since it was formed in 1911 and has 
served on its executive committee. 

He is gifted as a public speaker, has 
attended all the Equitable’s important 
anniversaries and frequently has been 
given a place on the program. His son, 
Courtenay Barber, Jr., has been con- 
nected with the agency since 1929. 

In the Tuesday Chicago “Daily 
News,” Howard Vincent O’Brien, 
famous columnist, devoted his entire 
space to an appreciation of Mr. Barber. 





Conn. Mutual War Work Praised 


Connecticut Mutual Life employes 
were praised for their contributions to 
the war effort by President James Lee 
Loomis at the annual party in the home 
office. Mr. Loomis lauded the staff for 
its 96 percent participation in payroll 
deduction plan for war bond purchases. 
He mentioned also other war activities. 
Arthur S. Potwin, president of the Con- 
necticut Mutual Club, arranged the 
affair. 











The <a Mutual 
LIFE INSURANCE CoO. 


51st Year of Service to the Peo- 
ple of New England. 


A Company of High Character 
and Standing. 
e 
JAY R. BENTON, President 
e 


HOME OFFICE 
Boston, Mass. 

















Union Central Campaign 
Discloses Prospects 





A life insurance market with rich 
sales potentialities was shown to exist 
throughout the country by Union Cen- 
tral Life’s “new front” campaign, con- 
ducted by all agencies in November. 
It was built around a simple prospect- 
ing question and uncovered 7,350 first- 
rate prospects for the 260 agents par- 
ticipating. 

The agents asked friends, acquain- 
tances, centers of influence, old policy- 
holders and every possible prospect 
source, ‘Whom do you know that’s mak- 
ing more money today than he did a 
year ago?” The query developed that 
the average income of the 7,350 pros- 
pects has been $5,415 this year, com- 
pared with $3,914 in 1941, an average 
increase of $1,501, or 38 percent the last 
12 months. 

In 66 percent of the cases, the source 
giving the name of the new prospect 
with the better income granted permis- 
sion for the Union Central agent to use 
his name or gave a letter of recom- 
mendation. 

Prospects were not confined to any 
one area or section. In metropolitan as 
well as in rural sections, plenty of good 
prospects were found. Points as widely 
scattered as Manchester, N. H.; Min- 
neapolis; Sioux City, Ta.; Kansas City, 
Mo., and Philadelphia tallied excellent 
records. . 

Final reports show that 72 Union 
Central agents fulfilled minimum, four 
apps for a total of not less than $10,000 
and 40 new prospect names. The app 
requirement was exceeded by a_ sub- 
stantial margin, for the average qualifier 
had six apps to his credit for November. 





Government Insurance Sold 


Report has it that to date men in the 
armed service have already purchased 30 
billion dollars of National Service Life 


Insurance. 


Here an agent is a real 
flesh and blood per- 
sonality to everyone 
in the Home Office 
from the office boys to 
the President ANB— 
we are not so big that 





anyone on the assem- 
bly line forgets that an 
agent can only make 
his money on deliv- 
ered policies. That's 
why the app gets 
right-of-way until the 
policy is in the mail 
bag. 


CENTRAL LIFE 


Insurance Company 
of Illinois 


211 W. Wacker Drive, Chicago 
ALFrep MacArTuur, President 
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New Up-to-date Edition 
Ready in January 


TYPICAL QUESTIONS 
ANSWERED 


by "Who Writes What?" 


Who writes temporary annuities? 
What companies take older ages? 


Where shall I place that sub-standard or 
aviation case? 


Who writes “pension trusts”? 
What companies take overweights? 


Where can I get coverage for that 
wealthy woman? 

Who will write the combination single 
premium and annuity contract? 

What companies write group annuities? 
—term to 65?—5 pay life? 

Where can I get a deferred survivorship 
annuity?—5 year endowment? 

Who uses graded death benefits on sub- 
standard? 

What companies write mortgage protec- 
tion with reducing coverage? 

Where can I place that salary savings or 
hospitalization case? 

Who writes long term contracts—yearly 
renewable term—men above 65? 


What companies allow the beneficiary to 
elect more than one settlement option? 


Who takes 10 years’ advance premiums? 
—retains substantial amounts? 


t 


Announcing the New Improved 


1943 Edition of 


“Who Writes What?” 


The old bothersome problems of where to place brokerage 
and surplus line cases were, to a very large extent, solved by 
publication of the first edition of “Who Writes What?”, last 
winter. It proved extremely popular. Filling a long felt need, 
this novel reference book enables one to quickly find what he 
wants to know—without wasting a lot of time ’phoning, writing 


or “hunting around.” 


No Need to "Hunt Around"! 


With “Who Writes What?” you simply consult its compre- 
hensive topical index for the subject in question and then turn 
to the section indicated. There you find, in one place, all the 
companies that write the contract you are looking for. The 
same applies to the rules in accordance with which the risks 
will be accepted. 


Many Important Changes 

War and the related problems have caused rapid and wide- 
spread changes in all phases of this important subject—so that 
the original edition has now gotten seriously out of date. There- 
fore, in response to many requests (and advance orders) we are 
now preparing a new up-to-date “Who Writes What?” for 
1943, to be published early in January. It will incorporate 
many valuable suggestions made by enthusiastic subscribers 
and consequently will be much more useful and comprehensive 
than the “pioneer” edition. 


You May Order "On Approval" 

Space limitations prevent full description but the adjoining 
questions illustrate the scope and uses of the new 1943 “Who 
Writes What?” With it you will be equipped to quickly answer 
hundreds of similar, puzzling questions. To assure prompt 
delivery of the new edition, place your order now. Single copy 
price $2.50. You may order “on 10-day approval”. Send in 


your order, today. 








AND MANY, MANY OTHERS! 


Order yours today! 





Send me on “ten-day approval”, as soon as ready 


Mail this Coupon _... cop... New 1943 “Who Writes What?” 


INGO so its ccc awe Seale tec ae tne 5) rep eee 
for Yours 
NO ‘ C Send C.OD. CII oo isin ccccccaiveniasacstaseeeneeeae 
a a Ci Csens-c0 an I oo ero atta ere a ee 
account 
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Mail to The National Underwriter Co., Statistical Division 
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. 420 East Fourth Street Cincinnati, Ohio 
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EQUITABLE SUPPORT OF WAR ACTIVITIES 


Over 1,100 Equitable 
Agents and Em- 
ployees in Military 
Service. 


Two Equitable platoons 
serving after hours as a 
part of the N. Y. City 
Patrol. 


Monthly News Letter 
from Home Office to 
Equitable men in Ser- 
vice. 


Generous Subscription to 
U. S. O. by Home Office 
Staff. 


Christmas Remembrances 
from Home Office De- 
partments to former col- 


leagues now in service. 


DURING THE FIRST ELEVEN MONTHS OF 1942 
THE EQUITABLE'’S PURCHASES OF U. S. BONDS 
THROUGH SUBSCRIPTION TOTALED MORE THAN 


381 MILLIONS 
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As Life Underwriters, you are a vital factor in Uncle 
Sam's war offensive. The sale of life insurance initiates 
@ flow of premium dollars which aid in financing the 
production of war materials +--+ — Jeeps, Tanks, 


Bombers, Destroyers, Cruisers and Carriers. They 
establish primarily security for the American home 
ond preservation of the American way of living, 
the very thing we are fighting for ---— FREEDOM. 








SALE OF MILLIONS OF LIFE INSURANCE 
EACH MONTH BY FIELD FORCES TO HELP 
KEEP THE HOME FRONT SECURE 


Equitable Agents ac- 
tive in localWar 
Bond Sales. 


Merit Certificate from 
U. S. Treasury Dept. for 
Participation in War 
Bond purchases by Home 
Office Force. 


Red Cross Chapters 
formed, and many Equi- 
table women from Home 
Office and Agencies serv- 
ing with WAAC and 
WAVES. 


First Aid Courses of In- 
struction in Home Office. 


Booth in Home Office 
arcade for sale of 
War Bonds & Stamps. 


THE EQUITABLE LIFE ASSURANCE SOCIETY OF THE UNITED STATES 


393 SEVENTH AVE., NEW YORK, N. Y. 


THOMAS I. PARKINSON, President 
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